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EXPORT-IMPORT BANK: A grass roots program is under way (See page 38) 


This Month: 


REGIONAL CORRESPONDENT BANKING by L. G. Ward 


THE REINVIGORATED EXPORT-IMPORT BANK by Samuel C. Waugh 


A SURVEY REPORT: FARM EQUIPMENT FINANCING by Lester Mason 
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How to dress up a bank 


MADAME WILL HAVE HER "CHAPEAU” 
...to add to her allure... her prestige. 
And the check that she uses to pay 


for her hat can add to the prestige of 


your bank. 

When your checks are printed on 
Hammermill Safety. the best-known 
name in paper 1s there. everytime a 


customer writes a check, to indicate 


how even this detail of good banking 
service gets your careful attention. 
Hammermill Safety adds to the good 
name you try to build for your bank. 


And you take a big step towards 
preserving that good name. Hammer- 
mill Safety protects your deposits. Its 
specially sensitized surface immedi- 
ately shows the slightest attempt at 


alteration. Protects your good name 


as well as your money. 


Next time you order checks, have 
them printed on Hammermill Safety. 
Ask your bank stationer or check 
printer for samples of Hammermill 
Safety. It costs no more than other 


safety papers. 


ERIE, PENNSYLVANIA 


























LETTERS 








Travellers’ Guides 

Sirs: We thought you would like to 
have copies of the travellers’ guides to 
the capital cities of Australia and New 
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Zealand which our bank has produced. 
The great interest being taken in these 
countries by American business execu- 
tives and bankers at the present time was 
responsible for their preparation. Copies 
may be obtained without charge from 
London or Melbourne. 

F. E. KNIGHT, Assistant Manager, 

Overseas Department, 

Australia & New Zealand Bank, Ltd., 

London, E.C. 3, England 
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Shopping Test of Banks 

Sirs: I am sure the other members 
of the official family of the Financial 
Public Relations Association were as 
pleased as I to see the article “Report 
on Findings: Shopping Test of Banks” 
by Preston E. Reed, Executive Manager, 
in your February issue. 

Rop MACLEAN, 

Assistant Vice-President, 

Union Bank and Trust Company, 

Los Angeles 54, California 
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Weather Panel 


Sirs: We thought you would be inter- 
ested in the weather instrument panel 
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installed in the front window of The 
People’s Savings Bank, Worcester, 
Massachusetts. Lighted panels show 
barometric pressure, temperature, wind 
direction and wind velocity. 

The weather panel ties in with a local 
radio program of weather information 
sponsored six times a week by the bank. 
The installation of instruments, one of 
the first in this arrangement, was made 
by Friez Instrument Division of the 
Bendix Aviation Corporation. 

C. JERRY SPAULDING, President, 

C. Jerry Spaulding Incorporated, 

News Bureau Department, 

Worcester, Massachusetts 
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Bank Costs 


Sirs: We are sending you one of the 
first copies off the press of a new study 
entitled “Trends in Bank Costs, 1956 
Edition.” Copies of this are being mailed 





to all A.B.A. member 
tional copies are available at $1 each. 


banks and addi- 


The new study represents another 
step in the continuing program of pro- 
viding current data to supplement the 
banker’s knowledge of costs in his own 
bank and to acquaint him with changes 
that have taken place. The first booklet 
on this subject was completed in 1949. 
It emphasized changes that took place 
during the 1943-1948 period. The present 
study sets forth cost and earnings infor- 
mation and analyzes changes that have 
taken place since 1948. 

Besides checking accounts and service 
charge items, the booklet also covers 
comparisons of costs, servicing payroll 
checks, earnings from demand deposit 
funds, special checking accounts, savings 
departments of commercial banks and 
safe deposit operations. 
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The booklet was prepared by the 
Country Bank Operations Commission, 
in cooperation with the Bank Manage- 
ment Commission. 

GEORGE R. AMY, Deputy Manager, 

The American Bankers Association, 

12 East 36th Street, 

New York 16, New York 
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Wrong Bank 

Sirs: I thought the setup of my article, 
“A Banker-Writer’s Advice to Small 
Businessmen,” in your April issue was 
grand, as usual. However, you do have 
me connected with the wrong bank. It 
should be the Fall River Five Cents 
Savings Bank rather than the Fall River 
Savings Bank. 

WILLIAM F. STAPLES, President, 

Fall River Five Cents Savings Bank, 

Fall River, Massachusetts 











The First National Ban 
of Chicago 


Statement of Condition April 10, 1956 


Board of Directors 


Epwarp E. Brown 
Chairman of the Board 


CHESSER M. CAMPBELL 
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ASSETS 
Cash and Due from Banks ; : ‘ > 
United States Government Obligations ‘ , ° 


- $ 572,877,635.90 
° 720,918, 982.85 





Other Bonds and Securities 165, 288, 921.20 
Loans and Discounts ‘ 1,357, 925, 517.68 
Real Estate (Bank Buildings ond Ad jacent Property) 1, 406,636.71 
Federal Reserve Bank Stock 6,300, 000.00 
Customers’ Liability Account of Acceptances 2,412, 427.63 
Interest Earned, not Collected 7,488, 738.36 
Other Assets . ‘ 1,012, 187.24 

$2,835,631, 047.57 


LIABILITIES 
Capital Stock . - é 








$ 100,000, 000.00 


Surplus , 110,000, 000.00 
Undivided Profits . ; . P ‘ ‘ 9,151,143.10 
Discount Collected, but not Barned ‘ . ‘ . 3, 798, 923.70 
Dividends Declared, but Unpaid ‘ 2,000, 000.00 


Reserve for Taxes, etc. 
Bills Payable 


31,919, 023.57 
° 123, 000, 000.00 








Liability Account of Acceptances ‘ ; ‘ ° 2,445, 625.63 

Time Deposits . 5 : a - $ 526,848,978.18 

Demand Deposits. ; 1,748,307, 566.85 

Deposits of Public Funds 178, 148,903.82 2,453,305, 448.85 

Liabilities other than those above stated 10,882.72 
$2,835, 631,047.57 











United States Government obligations carried at $346,773,750.28 are pledged 
to secure United States Government and other public deposits, trust 
deposits, and for other purposes as required or permitted by law. 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 


Building with Chicago since 1863 
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TRENDS IN FINANCE 





Deposits Lag. Loans Boom 
at Money Market Banks 


The money markets of the past several 
months have been characterized by 
Federal Reserve restraint, a surprisingly 
strong counter-seasonal loan demand, 
and a dwindling of deposits at city banks. 
The first two of these factors have been 
widely noted and analyzed; not so much 
attention has been focused on the loss 
of deposits by the city banks. 

Strictly speaking, this is not a new 
development. Deposits at New York 
City central reserve city banks have 
been lagging behind those of all member 
banks for more than fifteen years. This 
is shown in the first of the two accom- 
panying charts. Chicago banks have 
grown a bit more relatively than those 
of New York City, but considerably less 
than reserve city and country member 
banks. 

Last year New York City banks lost 
deposits and Chicago barely kept even 
while other classes of banks were con- 
tinuing to grow. This shrinkage during 
a tight money period is something new; 
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Problem for the major banks 


it was not true in the same degree of 
1953 as can also be seen from the chart. 
Presumably special factors must have 
been at work to intensify the pressure on 
money market deposits. 

Deposit factors. Several factors ap- 
pear to account for the differential rate 
of deposit growth. For one thing inter- 
bank deposits, always of greater relative 
importance in money market cities, have 
not increased very much since the slack 
1930’s. Time deposits, which have grown 
materially in the postwar period, are of 
less importance in money market cities 
than elsewhere. It is worth notice in 
pessing that the rate of time deposit 
g:owth in New York City and Chicago 
dering the postwar period has kept pace 
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with the rate of such growth in other 
banking centers. But the absolute amount 
of such deposits remains small and so 
has not made much difference. 

Another factor working against the 
money market cities has been the 
emergence of several profitable alterna- 
tives for the employment of corporate 
funds. Higher money rates have opened 
up the possibility of investment in 
Treasury bills or in commercial paper. 
Commercial banks, barred from paying 
interest on demand deposits, have been 
without facilities for offering counter 
attractions. And not only are corporate 
balances concentrated in New York City; 
there is some evidence that New York 
accounts have been used more as reserve 
funds by most corporations, while work- 
ing balances have been maintained else- 
where very often. 

Relative loan demand. While city 
banks have been failing to attract their 
share of new deposits, it appears that the 
loan demand has been somewhat more 
intense in the money markets. The rea- 
sons for this are not wholly clear. For 
one thing, an unusual number of large 
corporations have been financing through 
bank borrowings, whereas agricultural 
loan demand has been slow because of 
lower farm income. But the demand for 
real estate loans, which is_ spread 
throughout the country, might have been 
expected to make up for some of this 
difference. It does appear, however, that 
mortgage warehousing has been concen- 
trated in the larger cities. The one clear 
concentration of loan demand in New 
York City is that of the securities busi- 
ness. And the demand for such loans has 
been relatively strong. 

The fact remains that during the past 
year the increase in loans in New York 
City of about 22 per cent has exceeded 
the national average of 18 per cent. Nor 
is this the first time such has been the 
case. In the period of strong loan demand 
in the fall of 1950 and again in the 
1952-53 period, New York City loans 
ran up faster than was true elsewhere. 

When are banks “loaned up?” The net 
effect of the strong loan demand has been 
to increase the ratio of bank loans to 
deposits in money market banks to quite 
high levels. There is no agreed and pre- 
cise way of measuring the stage at which 
banks are “loaned up.” But it is gener- 
ally recognized that deposits of other 
banks and of the United States Govern- 
ment do not furnish a very satisfactory 
basis for lending; these deposits are 
potentially too volatile. Accordingly in 
the second accompanying chart, the vol- 
ume of bank loans has been compared 
with the amount of “other” demand 
deposits (which excludes interbank and 
U.S. Government deposits) plus time 
deposits. As this chart shows, New York 
City bank loans are approaching 70 per 
cent of available deposits whereas the 
average for the country as a whole is 
only about 50 per cent. And at country 
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Pressure greatest in New York 


member banks this ratio is only slightly 
above 40 per cent. 

Unusual paradox. This development is 
almost without precedent: the money 
market banks of the nation being more 
fully loaned up and consequently less 
liquid than the country banks. This, of 
course, grows out of the fact that with 
a unit banking system we do not have 
a wholly free movement of funds among 
banking centers. The renewed impor- 
tance of commercial paper has tended to 
even out some parts of the loan demand. 
Other devices whereby the funds of 
country banks could be made more avail- 
able for money market use would cer- 
tainly be welcomed. But the introduction 
of such devices takes time; unequal 
tightness in various sectors of the nation- 
al money market promises to be a per- 
sisting feature of our financial scene. 
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Savings-Loan Mutual Fund 


Now being actively considered is the 
establishment of a mutual fund through 
which large investors can place funds 
among insured savings and loan associa- 
tions, and the setting up of a coopera- 
tive sales organization by participating 
associations to promote such investment. 

The leader in sponsoring the plan is 
Ben H. Hazen, president, Benj. Frank- 
lin Federal Savings and Loan Associa- 
tion, Portland, Oregon. He reports that 
favorable responses have been received 
from 10 per cent of the insured associa- 
tions, representing 17 per cent of the 
savings-loan assets and operating in 
46 states. In talks before association 
management groups last month, he 
stated that as soon as 200 more asso- 
ciations respond affirmatively an office 
will be opened in Chicago. 








Home Loan Associates. The sales or- 
ganization will be known as “Home Loan 
Associates” and be operated by members 
through directors elected for staggered 
three-year terms. It will derive part of 
its operating expenses from dues of $10 
per million per year charged each mem- 
ber, Mr. Hazen said. These dues will run 
from a minimum of $25 up to a maxi- 
mum of $300 and be used for promotional 
effort, he commented. 

Members, he said, who accept invest- 
ments under the mutual fund will also 
be expected to send % of 1 per cent of 
the new money received, as further dues. 
However, he noted, no association need 
accept such investments except when 
they are worth % of 1 per cent to it. 
If the Associates find they are obtaining 
too much income, he added, they will 
reduce the % of 1 per cent fee. 

The fund will be a mutual investment 
trust, operated by three trustees, Mr. 
Hazen said. Money going in or out of 
the fund will be handled by a trust 
company yet to be designated, which will 
receive investments and issue certificates 
to shareholders, he stated. It will also 
distribute dividends after paying 1/10 
of 1 per cent per year for overhead, 
redeem certificates at par upon request, 
and provide trustees with data for semi- 
annual reports to members, he disclosed. 

Shareholders, Mr. Hazen commented, 
may own share certificates in unlimited 
amounts, but always in $5,000 multiples. 
This money becomes a part of the com- 
mon fund, from which all investments 


are made and all redemptions are paid. 

Every month the trust company dis- 
tributes available funds to the associa- 
tions through an established quota sys- 
tem, each association indicating the 
amount it needs when its rotation num- 
ber comes up. Large associations will 
receive more than small ones, he added, 
and the trustees will set other stand- 
ards to fit conditions. He contended that 
investments will be weighted to produce 
approximately 3 per cent net to investors. 

Associations receiving checks, he 
added, will credit them to one account 
and issue a passbook in the name of the 
fund as trustee for its shareholder of 
record. No individual investor is named, 
he said; the only time the names of 
investors are needed is when, and if, 
some association were to default and 
liquidate. In such cases, he said, the Fed- 
eral Savings and Loan Insurance Cor- 
poration would require proof that no 
shareholder held an insured _ interest 
exceeding $10,000. Actually, he con- 
cluded, the very largest investor would 
probably be represented in any one 
asociation account with only a few thou- 
sand dollars. 
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Matching Savings Deposits 
With Life Insurance 

There appears to be a resurgence of 
bank interest in the idea of matching 
savings deposits with life insurance, as 
a means of combating rate competition 
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ARE YOU LOOKING TOWARDS PERU...? 


The promotion of Peruvian foreign trade has been 
one of the main objects of our bank ever since its 
foundation over 65 years ago. If you are interested 
in doing business in Peru a letter addressed to us 


will assure you our friendly co-operation. 


BANCO DE CREDITO DEL PERU 
Head Office - - LIMA 
83 Offices Throughout the Country 


S /.80,000,000.00 
S/.68,967,547.69 


"Peru's Oldest National Commercial Bank" 























and also meeting the lure of comparabl 
free insurance offered by many credit 
unions. 

The basic idea is not new, of course 
In 1950, for example, the First Ban! 
and Trust Company, South Bend, Indi 
ana, launched a Sav-Assured Plan whic! 
set up a savings goal of $600 to be 
attained by $5 monthly deposits over a 
period of 10 years, with assurance 
through life insurance that the ful! 
amount would be paid at the end of the 
period even though payments were ter 
minated by the saver’s death at any time 
during the 10-year interval. No interest 
was to be paid, and no partial with- 
drawals were permitted; the entire accu- 
mulated amount could be withdrawn, less 
a reserve balance of 50 cents a month set 
aside for the first two years to cover the 
bank’s cost for insurance and handling. 

Similar plan. The same year, Bank of 
America in California announced a simi- 
lar program called the Life-Insured Sav- 
ings Account, or LISA. It, too, involved 
saving for a specified goal, from $100 
to $1,000, by making regular deposits 
over a period of 50 months, with the 
full amount to be paid to a beneficiary 
in case of the saver’s death. The accounts 
earned the bank’s full savings interest, 
but if a customer dropped the program 
before completion he was charged the 
cost of the life insurance protection. 

In Oklahoma. A modern version of 
LISA has been placed in operation by 
the Security Bank and Trust Co. of 
Miami, Oklahoma, as part of a program 
to meet some strenuous competition for 
savings. The bank has also raised its 
regular savings interest rate from 2 to 
2% per cent, launched an extensive news- 
paper advertising campaign for thrift 
accounts, and is operating a Hopalong 
Cassidy Savings Club in addition to 
Christmas Club. In conjunction with 
LISA, or Life Insured Savings Accounts, 
the bank pays only 1 per cent interest 
but provides free life insurance in lieu 
of the additional 1% per cent on regu- 
lar savings. It is management’s belief 
that the extra amount of interest paid 
on regular small savings accounts is 
quite insignificant for the wage earner, 
compared with receiving a 1 per cent 
return on his LISA account and at the 
same time creating an estate for his fam- 
ily. Typically, the Security Bank plan 
calls for systematic monthly payments to 
attain $1,000, $2,000 or $3,000 goals over 
a period of 100 months. In the first 
month, between March 1 and April 1, the 
bank acquired 57 LISA accounts. Mean- 
while, a second Oklahoma bank, the 
Brookside State of Tulsa, has also 
adopted the LISA program. 

Two new plans are somewhat more 
flexible and comprehensive. They apply 
to all the bank’s savings accounts, and 
do not require the making of systematic 
deposits, or the signing of any applica- 
tion for insurance. Amounts up to $2,000 
or $2,500 are fully covered, and there is 
no penalty charge for withdrawals. 

At Beloit. One such plan, offered by 
The Beloit (Wisconsin) State Bank, has 
already been cited in Burroughs Clearin9 
House (Feb., 1956). Under it, the “dow- 
ble your money” savings accounts are 
automatically covered with free life 


Burroughs Clearing House 








The word comes from many, many bankers: 
having a Custodian Account at Bankers 
Trust is like having an operating unit in New 


York, close to the nation’s leading securities 
markets. 


Yes, as a bank for bankers, in the heart of 
New York’s financial center, we are ideally 
situated to give you fast, detailed, personal- 
ized Custodian Service. 


In our care, your securities and those of your 
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“It’s like having a duplicate staff” 


customers are handled and safeguarded with 
the ultimate in security. Our services include 
supervising purchase, sale, receipt and deliv- 
ery; collecting income, supplying advices on 
all transactions. You retain complete control. 


Why not use this “corner on convenience,” 
as do hundreds of banks, corporations, insur- 
ance companies and other institutions. Just 
call or write the Custodian Department for 
complete details. No obligation, of course. 


Member 


BANKERS TRUST COMPANY QB) #2 


16 WALL STREET, NEW YORK 15, N.Y. 


Deposit 
Insurance 
Corporation 

















insurance up to a maximum of $2,500, 
and continue to earn 1 per cent inter- 
est. The insurance coverage applies to 
all savings depositors from one to sixty 
years of age, and in its promotion the 
bank has emphasized what this protec- 
tion would cost such individuals at vary- 
ing ages. President Arthur B. Adams 
reports that local acceptance of the plan 
has exceeded expectations; also that 
there has been “voluminous” national 
interest in it, on the part of banks and 
individuals. However, he advises banks 
considering similar programs to check 
first with their state insurance depart- 
ments, since the governing laws vary 
from state to state. 

Questions answered. Asked about the 
reaction of local insurance agents, Mr. 
Adams explained that the bank’s adver- 
tising stresses that the coverage does 
not take the place of a regular life insur- 
ance program. This, he added, has vir- 
tually eliminated any adverse criticism 
from insurance représentatives. 

Also queried about the prospect of 
attracting a large percentage of people 
unable to pass physical examinations for 
insurance, Mr. Adams stated that the 
matter of uninsurability of a certain 
number of depositors had been taken into 
consideration in the premium. He fur- 
ther pointed out that all the bank’s exist- 
ing savings accounts up to $2,500 were 
automatically covered, and this broad 
base provided a healthy spread of risk. 

Insur-a-Matic. Another program to en- 
courage thrift and the stabilization of 
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at no cost es a under 65, is eligible 
savings plan! No medical examination is needed. Cover- 
to age stops when you reach age 65. 
Does not affect interest rates 
: Interest on your savings is not affected in 
Here's all you do: 













this bank pays for 
Life Insurance for you 


when you save on 


Decide on an amount that 
you would fike to pet away 
and save in an insur-A- ' 
Matic savings account. 
That's oll—you pay nothing 
whatsoever for the insur- 
ance. 


< Here's what you get: 
You get life insurance cov- 
erage without cost to you 
that exactly motches what you hove in your j 
Insur-A-Matic savings account at any given 
time. If you do not live, Michigan Life Insur- 
ance Company will pey to us, for deposit to 
your savings account, an amount equal to 
the balence in that account up to $2000. 
For instance, if you hed $900 in your ac- 
count—an extra $900 would be credited to 
your account—thus, your savings would be 
doubled to $1800 by the life insurance with- 
Out one penny of cost to you. 








































Offered as an incentive to savings 
This pian is designed specifically to help you 
get the thrift hobit. its purpose is to provide 
you oan extra bonus for faithfully pursuing 
your savings goo. 

Sank poys all cost 


you receive insurance protection of 
very substantial valve, you pay not one cent 


any way. Same interest rate prevails and in 
addition your savings are covered by Insur- 
A-Matic. 


Your savings balance is 

unaffected should you drop plan 
There is no penalty of any kind should you 
desire not to continue the plon. You may 
withdraw ony portion of your savings at any 
time in accord with our regular savings ruies. 


Open your Insur-A-Matic 

Savings Account today 

Ask any teller. He will be happy to expicin 
any details ond open your account for you 
immediately. Get this sovings bonus. (Note 

to present depositor: Your present say- 
ings with this bank qualify you for Insur- 
A-Matic coverage. Remember, how- 

ever, that this coverage grows as 

your savings account grows.) 








Bank promotional folder supplied by insurance company 


bank savings accounts is the new Insur- 
a-Matic Savings Plan recently introduced 
by the Michigan Life Insurance Com- 
pany, Royal Oak. 

The program is basically comparable 
to that of the Beloit institution, differ- 
ing only in details. Michigan Life for 
the past 20 years has developed services 
especially designed for banks, and now 
numbers as clients more than 60 per 


cent of all the banks in Michigan. In 
grooming the Insur-a-Matic plan over 
the past three years, the insurance firm 
came to the conclusion that any success- 
ful combination of life insurance with 
savings accounts must: 

1. Preserve the usual features of the 
savings accounts as commonly under- 
stood by the ordinary depositor. 

2. Permit the customer to make depos- 
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its and withdrawals at will, or close the 
account at any time. 

3. Be so simple in plan that it can be 
explained in a few words by the bank 
employee, be easily understood by the 
customer, and become effective imme- 
diately. 

4. Be so low in cost as to be within 
the bounds of good banking practice. 

Simplified operation. Ease of admin- 
istration to the client bank under the 
Insur-a-Matic plan is a feature stressed 
by Michigan Life. Since the insurance 
coverage is written on a group basis, 
there are no individual applications to 
be completed. To determine the monthly 
premium owed, a bank merely prepares 
a highly simplified report on a form sup- 
plied by Michigan Life. There are spaces 
for listing the total dollar amount of sav- 
ings passbook accounts as of the first 
day of the month, and for the last day of 
the month; also for adding the two 
amounts, and dividing the sum by two to 
obtain an average. Then this average 
need only to be multiplied by a premium 
factor supplied by Michigan Life, repre- 
senting an actuarially determined num- 
ber of cents per thousand dollars of aver- 
age savings balances, and the report is 
complete. 

Additional features. Other advantages 
of the Insur-a-Matic from a bank’s stand- 
point plan are cited as follows: 

1. It will attract new depositors to the 
bank. 

2. Since the plan encourages deposits 
and discourages withdrawals, savings 
accounts should be more stable and per- 
sistent. 

3. Average savings account balances 
will be larger. 

4. Depositors will be encouraged to 
borrow against their accounts rather 
than to withdraw their savings, since in 
the latter event the family might lose $2 
for every $1 withdrawn. 

5. Effective material for bank promo- 
tion and publicity is provided by Michi- 
gan Life. 

6. The plan provides a new weapon to 
combat competition for savings. 

7. The premium cost for the insurance 
is low, averaging approximately one-half 
of one per cent per annum. Even this can 
be materially reduced if a bank limits the 
insurance coverage to $1,000 of savings, 
as Michigan Life tends to recommend at 
the start, with the thought that the max- 
imum can be increased if experience war- 
rants whereas it would be difficult to de- 
crease from a $2,000 maximum. 

8. Upon the death of an insured de- 
positor only the simplest of claim proofs 
is necessary—merely the certification 
by a bank officer as to the credit balance 
in the Insur-a-Matic account, and a death 
certificate. 

Customer attractions. Among the 
plan’s features likely to appeal most to 
depositors, Michigan Life suggests the 
following: 

1. The Insur-a-Matic savings account 
has all the advantages of a regular sav- 
ings account, as to flexibility of deposits 
or withdrawals. 

2. Interest is paid by the bank at the 
same rate as on regular savings accounts. 

3. The life insurance protection is pro- 
vided without cost to the depositor. 
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““Now let’s spend a few minutes 
discussing the Spiffy Company loan.” 


IT’S TIME FOR AN ASSIST 
oo FROM ASSOCIATES 


A loan that requires such voluminous detail may be unprofit- 


able for your banking institution. 

The team of commercial financing specialists here at Asso- 
ciates is proud of its ability to handle the unusual. 

Associates service may well provide the answer to the overly 
complicated loan situation. Whether $50,000 to $1,000,000 or 
more is involved—with or without bank participation—we are 
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4. There is no medical examination re- 
quired at the outset. And, at the age 65 
limit, the customer’s life insurance may 
be converted into a permanent policy 
without medical examination. 

In testing period. Serving as a “test- 
ing ground” for the new program is the 
First National Bank of Escanaba. Ac- 
cording to Scott E. Lamb, president of 
Michigan Life, it is being restricted at 
present to member institutions of the 
Michigan Bankers Association, although 
the firm also does business in Indiana, 
Ohio and Illinois. While numerous bank 
inquiries have been received on the plan, 
Mr. Lamb expects that its adoption will 
spread gradually, pending experience re- 
ports from a few of the pilot installa- 
tions. It is also expected to have its 
greatest appeal in the areas of keenest 
competition for savings. 

In doing business with more than 60 
per cent of Michigan banks, the Michigan 
Life through the state banking associa- 
tion offers group life protection to bank 
officers and employees. It also provides 
creditor group insurance on installment 
borrowers, and a single premium mort- 
gage redemption policy in conjunction 
with home loans. 
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Program for Promoting 
Stock Ownership 


Intensive educational efforts stressing 
the long term advantages of stock owner- 
ship and presenting a balanced view of 
the meaning, the reward, and the risks 
of shareholding are needed if American 
business is to acquire the millions of 
dollars required for future expansion of 
plant and equipment, according to a 
recent report on “Broadening the Base 
of Stock Ownership” prepared by the 
Dartmouth Economic Research Council. 

The report is based on a year of work 
by 30 Wall Street executives, invest- 
ment counsellors, officers of commercial 
banks and other business executives. It 
points out that the prime target of this 
educational program should be the large 
number of families with annual incomes 
over $7,500 who do not own stocks be- 
cause they know little about them. This 
group, the report adds, provides the best 
opportunities for expanding the market 
for common stocks. 

The advantages. The report notes that 
there are approximately 6,500,000 indi- 
viduals who currently own stocks, but 
maintains that many more people should 
acquire shares because there are sub- 
stantial advantages accruing to individ- 


| uals, business firms and the country from 
| a broad base of common stock owner- 


ship. 

Individuals, it added, realize advan- 
tages of: relatively high income return 
and protection of the purchasing power 
of his assets in times of inflation; in- 
creased knowledge of economic affairs; 
increased interest in our free enterprise 
system; and a feeling of participating 
in the direct ownership of American 
corporations. At the same time, corpo- 
rations benefit from wider markets for 
their products, from better employee 
relations stemming from the interest of 
the individual in the welfare of the 








More intensive effort needed 


concern whose ownership he shares, the 
report said. Closer identification of per- 
sonal interests with business and the 
economy as a whole, increases interest 
and participation in economic affairs by 
individuals; less concentrated ownership 
of our large-scale businesses likewise 
contributes to the welfare of the nation. 

Critical of M.I.P. The Council criti- 
cizes the New York Exchange’s ‘“Month- 
ly Investment Plan” as not being the 
best solution to a problem that will grow 
more acute each year. M.I.P., it says, 
has been in operation so short a time 
that a realistic evaluation cannot be 
made. However, the report adds, a sub- 
stantial new market is not being reached 
as indicated by the fact that 7 out of 
10 current M.I.P. subscribers owned 
stock previously. 

In a survey of NYSE members, the 
Council found that only half of the 
respondents felt that M.I.P. was proving 
an effective means of broadening share 
ownership. A third of the firms said it 
was not, and the remainder were not 
sure it was a desirable method. 

Moreover, it was uniformly reported 
that the dollar aggregate of plans did 
not represent a substantial or significant 
proportion of the total volume of busi- 
ness done by these firms. In addition, 
the Council asserts, while the majority 
of M.I.P. stocks are in leading com- 
panies the small investor is assuming a 
large risk if he invests in only one issue. 

Member firms “too busy.” The Stock 
Exchange, the report adds, is so busy 
with present customers that member 
firms cannot sell the general public, 
particularly middle income groups, on 
the benefits of direct stock ownership, 
mutual funds, shares of closed-end in- 
vestment trusts and other methods by 
which the investor can own a part of 
capitalist America. 

In concluding that any programs for 
actively promoting share ownership need 
to be accompanied by intensive educa- 
tional efforts, the study points out there 
is plenty of evidence that this has not 
been done to date. Only 23 per cent of 
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the adult population could define common 
stock adequately when surveyed in 1954, 
and even the word “adequately” must 
be stretched to include some rather hazy 
definitions, the council notes. 
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*“Research”’’ to Keynote 
Security Analyst Convention 
Security analysts from coast to coast 
will gather at the Sheraton Plaza, Boston, 
Massachusetts, May 20-24, for the ninth 
annual convention of the National Feder- 
ation of Financial Analysis Societies. 
A keynote speaker will be Arthur F. 
Burns, chairman of the Council of 
Economic Advisors, and top executive 
talent from a long list of blue-chip indus- 
trial concerns will be on hand to conduct 
forums and conferences. Among those 
represented are Corning Glass, Owens- 
Illinois Glass, Libbey-Owens-Ford, Scott 
Paper, Mead Corporation, Dow Chemical, 
Hercules Powder, RCA, Standard Oil 
of California, Olin Mathieson, Minne- 
apolis-Honeywell, Minnesota Mining and 
Manufacturing, and Carrier Corporation. 
The convention theme is “Research” 
and research activities of participating 
companies will be stressed in line with 
today’s tendency for professional in- 
vestors to look far into the future. 
Special sessions will be devoted to nuclear 
energy; glass, with special reference to 
atomic applications and glass fibres; 
foreign and off-shore oil; paper industry; 
chemicals, with industry specialists in 





silicon, polyethylene and fluorines; and 
other subjects pertinent to the push- 
button age ahead. 

Research on display complete with 
working models will be presented by one 
group of companies whose activities are 
almost completely devoted to the world 
of tomorrow. In this group are Baird 
Associates, the Bettinger Corporation, 
Ionics Inc., Photon, Polaroid, Raytheon 
and Tracerlab. 

The National Federation of Financial 
Analysts Societies includes some 5,000 
members from 18 societies in the United 
States and Canada. They hold the 
responsibility for investment decisions in 
banks, trust companies, insurance com- 
panies and investment trusts in North 
America whose aggregate funds amount 
to many billions of dollars. 
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Insured Pension Funds 
Surpass SII Billion 


Funds set aside in insured pension 
plans in the United States totaled $11,- 
075,000,000 on January 1, nearly $1,275,- 
000,000 more than a year earlier, accord- 
ing to a recent survey made by the 
Institute of Life Insurance, New York 
City. It noted that nearly $1,415,000,000 
is being set aside annually under 
employer-employee pension plans now 
in force with life insurance companies. 

The report, which did not include 
trustee type pension funds, revealed that 
there are now some 18,980 of these 
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$1,415,000,000 added annually 


insured plans covering 4,150,000 indi- 
viduals and establishing future retire- 
ment income of $1,815,000,000 annually. 
As recently as 1940 there were only 
1,530 insured plans in force and they 
covered only 685,000 persons. 








—- al eel 


10 


are losing you money? 


1805 Harney Street 


CENTRAL NATIONAL 
INSURANCE COMPANIES 


How many of the 57 profit loopholes 


Central National Guarantees 
to Increase Profits 
on Credit Insurance 


Credit insurance is a proven profit-maker, but there are 57 
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It pointed out that group annuities in 
force at the start of this year covered 
3,360,000 persons under 4,750 master 
contracts and they accounted for $9,- 
000,000,000 of the pension reserves now 
set up with the life insurance companies. 

Although most of the pension plans 
are of recent origin, the report com- 
mented, many of them are already 
beginning to pay out retirement income 
to annuitants; group annuities alone 
accounted for benefit payments of more 
than $160,000,000 last year. 
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Investment Opportunity in 
Publie Building Program 
Last month the General Services Ad- 
ministration issued its first call for bids 
on the initial project of an estimated 
$376,000,000 program of lease-purchase 
and construction of public buildings such 
as post offices, courthouses, etc. It marks 
the first time the GSA has gone into the 
private money market for such funds, 
and it is seeking to attract the widest 
possible participation by investors. 
Accordingly, General Services is offer- 
ing bidders a choice of three ways to bid: 
as investors only for the financing of 
the project, as general contractors only 
for its construction, or as “all-or-none” 
bidders for both financing and construc- 
tion. It is believed that this will assure 


bidders of the widest opportunity to com- | 


pete. The lowest annual cost to the Gov- 
ernment for a 25-year term is GSA’s 
goal, and the bids will be evaluated on 
this basis. 

The successful financial bidder will 
advance the money for construction, 
become the owner of the new building, 
and receive repayment and interest in 
equal annual installments. Upon com- 
pletion of the purchase installments, the 
title will be conveyed to the Government. 

The first project to go on the market 
for investment and construction bids is 
a new $2 million post office and court- 
house at Rock Island, Illinois. Nearly 
90 other GSA projects have either been 
approved or are under consideration. 
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Rising Mortgage Debt 
Draws Varied Reactions 


The nation’s rising mortgage debt has 
caused variations of opinion to develop 
within financial and economic circles. 
One segment contends that the increase 
is a “disquieting” factor, while another 
group feels that it is adding to the 
country’s wealth by developing a form 
of enforced, systematized saving. 

One of the disquieting things about 
the increase in mortgage debt is that it 
has not been financed from current sav- 
ings, as it ought to be, said Dr. E. Sher- 
man Adams, deputy manager, depart- 
ment of monetary policy, American 
Bankers Association, in a recent speech 
at Providence, Rhode Island. 

“Government policies with respect to 
housing have been partly responsible, of 
course,” he stated, “for the swelling of 
mortgage debt. In this country, as in 
many others, housing has today become 
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How much do you know about 


CREDIT INSURANCE 


as a vital factor in 


COMMERCIAL LOANS ? 


How does coinsurance apply to Credit Insurance? 
What is meant by primary loss? What is the 
bank’s role as collateral beneficiary under 


Credit Insurance? 


The above questions, and many 
more like them, are answered in full 
in the recent booklet illustrated here: 
Credit Insurance: A Factor in Bank 
Lending. 


Written by a banker for the avowed 
purpose of “acquainting bankers with 
the intricacies of Credit Insurance,”’ the 
booklet contains everything you need 
for a basic understanding of Credit 
Insurance as it relates to the handling 
of Commercial Loans. 


For your copy, write American 
Credit Insurance, Department 49, 
First National Bank Building, Balti- 
more 2, Maryland. 
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a magic word. It has a built-in halo. 
One can no more be against housing 
than one can be against motherhood. 
In fact, housing is the more sacred of 
the two because some countries have at 
least decided that motherhood can be 
overdone, but they have not yet learned 
this about housing.” 

He pointed out that a new species has 
emerged; the housingite, whose credo 
consists of two simple propositions: (1) 
that housing should always be stim- 
ulated more no matter what, and (2) 
that those who disagree are antisocial. 


“Tf you look abroad, you will find 
many countries—Great Britain and 
Sweden, to cite but two examples— 
where housingitis has become a major 
inflationary threat. These countries have 
simply gone further along the same road 
that we too have been traveling in recent 
years,” he said. 

Excessive stimulation of residential 
construction over the period ahead, he 
added, could further inflate construction 
costs. It could also, he said, result in 
diverting too much of the available 
supply of credit into the mortgage 
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market, thereby intensifying the pres- 
sure on the money supply. It could lead 
eventually to a degree of saturation in 
the housing market that would bring 
about a drop in real estate values and 
a sharp decline in residential construc- 
tion. In short, he concluded, spending 
based on real estate credit could become 
a menace to the stability of the national 
economy. 

George C. Johnson, president of The 
Dime Savings Bank of Brooklyn, New 
York, has expressed a different view- 
point, arguing that the $88.7 billion 
which American families are presently 
carrying as their home mortgage debt 
is a vital support to the nation’s economy 
and is not an unsound factor. 

He pointed out that it is only 11.2 
per cent of total personal savings, and 
only 22.3 per cent of the present rate 
of gross national product. 

“Those who claim that home mortgage 
debt is too high apparently overlook the 
fact that some 15 million families have 
ceased being rent-payers and have be- 
come home-buyers in the past 15 years,” 
he said. “This is the real and basic 
reason why home mortgage debt has 
risen $71.4 billion since 1940. Almost all 
of the total rise is simply the substitu- 
tion of mortgage payments for rent pay- 
ments.” 

The National Association of Home 
Builders, he added, estimated that in 
1940 the home mortgage debt amounted 
to $17.3 billion, and was carried by 11 
million families, indicating an average 
indebtedness of $1,573. Today, he con- 
tinued, the home mortgage debt of $88.7 
billion is spread among more than 26 
million families, so the average indebted- 
ness is $3,412. 

“However, it must be remembered,” 
he commented, “that since 1940, per- 
sonal income has more than doubled. 
In relation to 1956 income, the average 
home mortgage debt per family is less 
today than it was in 1940.” 
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**Horizontal Readjustment” 
Pattern Cited 


One widely-known observer of the 
economic scene has characterized 1956 
as a year in which the U.S. is going 
through a period of horizontal readjust- 
ment. 

At the correspondent bank forum held 
recently by Commerce Trust Company in 
Kansas City, Allyn P. Evans, president, 
Lionel D. Edie & Co., Inc., New York 
City, noted that this is a year in which 
excesses in automobile production, ex- 
cesses in residential building, excesses in 
the rate of inventory accumulation and 
excesses in the use of consumer and 
mortgage credit are being and will be 
corrected. These corrections, he pre- 
dicted, will be made without doing dam- 
age to the normal growth trend of the 
country. 

“This does not mean that business 
will follow an even pattern in the coming 
months,” he quickly added. “We expect 
it to trace a zig zag course this year, 
dipping somewhat in the second or third 
quarter but then rising again to end the 
year on a new high.” 
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College Bank-Training 
Programs Launched 


Last Fall a “Banking News” story 
commented on the fact that the various 
schools conducted by banking and finan- 
cial organizations in this country are 
something of an American phenomenon, 
but that, “In a land that abounds in 
colleges and universities there are no 
degrees called master or doctor of bank- 
ing and finance.” 

A movement toward establishing ac- 
credited college courses in banking and 
finance now afoot in two states, Kansas 
and Michigan, may help to nullify the 
second part of that comment, and may 
well be a movement that will quickly 
spread to other states. 

4-year Kansas course. At the Kansas 
State College, Manhattan, Kansas, a 
new dual training program is_ being 
launched by the Kansas Bankers Asso- 
ciation in cooperation with the college 
officials to train bank farm representa- 
tives and also to develop future bank 
officers. The program will include a four- 
year curriculum with equal emphasis 
on agricultural and banking courses. 

The four-year course is called “Agri- 
cultural Economics, Rural Banking Op- 
tion.” In addition to the college-required 
studies in animal husbandry, farm crops, 
dairying, etc., this course includes many 
specially designed, bank-related subjects, 
such as principles of accounting; money 
and banking; land economics; monetary, 
credit and fiscal policies; rural bank 
operations; and a summary of agri- 
cultural economics. 

The other course is designed to train 
bank officers and is called “Rural Bank 
Operations and Services.” This course 
will be taught principally by fourteen 
Kansas bankers. It includes studies in 
the purposes and services of rural banks; 
bank sources of funds; the investment 
and disposition of funds; common rec- 
ords and reports kept and: prepared by 
rural banks; and specialized financing 
for dairying, poultry, beef cattle, etc. 

Although the actual programs are 
still in a formative stage, and the exist- 
ing curricula still considered tentative, 
the K.B.A. before long plans to prepare 
special booklets and other material to 
promote the banker-training program. 

Placement bureau established. In the 
meantime the K.B.A. has established a 
placement committee made up of five 
K.B.A. members. In a letter forwarded 
in March to this new committee, Carl A. 
Bowman, K.B.A. secretary, wrote, “It 
may be a year or two before any grad- 
uates from the Kansas State College 
dual training program are ready for 
permanent employment. However, there 
may be several who desire summer prac- 
tice banking a few months from now. 
More immediately, several graduates of 
the Kansas State College now desire 
positions as agricultural representatives 
with Kansas State banks, and we need 
to develop opportunities for them.” 
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Details new bank-college courses 


Forerunner in the country? 


The K.B.A.’s new placement com- 
mittee will also be concerned with getting 
jobs for young men and women who 
have completed a University of Kansas 
school of business course entitled “Finan- 
cial Institutions.” This course has been 
conducted for some time, largely by 
thirteen Kansas bank officers. 

Michigan university course. As a result 
of the work done by the Michigan Bank- 
ers Association, the Michigan State 
University, East Lansing, Michigan, now 
offers a full four-year curriculum, with 
the major area of concentration in the 
field of banking, that ends in a business 
administration degree, and a two-year 
program to train bank officers that ends 
in a certificate. The programs provide, 
in addition to a background of general 
business subjects, more specialized bank- 
related studies such as_ accounting; 
financial management and institutions; 
money, credit and banking; bank opera- 
tion; investments and security markets. 

Fred B. Post, president of the First 
Security Bank, Ionia, Michigan, and 
chairman of the M.B.A. committee that 
developed the project with the univer- 
sity, said that some 35-40 students were 
enrolled in the initial Winter, ’56 classes, 
and that both the association and the 
university officials were well satisfied 
with the launching of the program. 

Mr. Post said that the assistant dean 
of the university had reported that 
normally when the school began a new 
program such as the banker-training 
project, it did not begin with such a 
large group, and that the most important 
thing that could be said at this point 
was that the initial interest in the 
program proved to be much beyond what 
the school typically expects. 

Consequently, the assistant dean re- 






ported to Mr. Post, the Michigan State 
University looks upon the new banking 
curriculum as one of the most important 
undertakings within its division of busi- 
ness and economics, and that the school 
plans to follow up actively on all angles 
of the program development. 

Late last year the Michigan Bankers 
Association distributed to banks and 
high schools throughout the state a 
brochure entitled “Your Future in Bank- 
ing.” The brochure carried the name of 
the university on its cover, and its pages 
described the nature of banking and its 
specializations, the demand existing for 
qualified people, what the Michigan State 
University banking courses consist of, 
and various other University activities 
including its placement service. 
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Bringing Bank Women 
Into Association Activities 

The Michigan Bankers Association is 
pioneering in an organized effort to 
develop a group program for bank 
women, and to assist in their individual 
development. In view of the importance 
of -the distaff element in banking ranks, 
both numerically and in responsibility, it 
is expected that other associations may 
organize similar activities in behalf of 
feminine talents. 

The Michigan program was launched 
last year by the association president, 
Herbert H. Gardner, president of the 
Birmingham National Bank. It began 
with the setting up of a women’s com- 
mittee under the heading, M.B.A. Divi- 
sion of Bank Women. Selected for the 
committee were 10 women who were 
members of the National Association of 
Bank Women and considered to be state 
leaders. This group held some meetings 
and developed plans for a one-day Bank 
Women’s Conference, to be held at 
Michigan State University, with the 
agenda being devoted to topics of special 
interest to feminine delegates. A _ total 
of 172 women from Michigan banks 
attended. 

Learnshop sessions. It was decided to 
make the conference an annual event, 
and this year it grew in size and impor- 
tance. The second meeting was geared 
to the theme, “Living Your Job,” and 
featured a series of Learnshop sessions 
devoted to specific job classifications such 
as bookkeeping, teller work, and secre- 
tarial duties. There was also a talk on 
automation, and panels on operations 
and employee-customer relations. There 
were 278 advance registrations for this 
year’s conference, although actual at- 
tendance was just under 200 due to a 
severe ice storm. 

Miss Corrine Pool, assistant cashier 
and auditor, First National Bank, Hol- 
land, Michigan, and chairman of the 
M.B.A. Women’s Committee, presided at 
the conference. Taking an active role was 
Russell B. McAfee, M.B.A. president, and 
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A statewide program to recognize bank women’s talents 


president of the Commercial Savings 
Bank, Adrian. 

Expansion expected. According to 
Ralph L. Stickle, executive manager of 
the M.B.A., it is expected that the annual 
conferences will come to attract some 
350-400 women. It is also anticipated that 
the Women’s Division, which is com- 
prised of bank officers, secretaries and 
women in many other job categories, 
may develop other activities within the 
framework of the state association. 
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**Management Policies 
in American Banks” 


This book presents an especially time- 
ly and far-reaching inquiry into the 
strong and weak points of the major 
phases of management in present-day 
American banking. It is made partic- 
ularly authoritative by the fact that the 
author, Homer J. Livingston, has been 
a life-long banker, is the president of 
one of the nation’s largest banks, The 
First National of Chicago, and is an ex- 
president and holder of various other 
offices in the American Bankers Associa- 
tion. 

“Management Policies” is based upon 
Mr. Livingston’s own evaluations and 
upon the results of a survey he made of 
the observations of the country’s bank- 
ing supervisory authorities. In his pref- 
ace Mr. Livingston writes, ‘“‘The national 
and state supervisory agencies in the 
course of examining the more than 14,000 
banks under their respective jurisdic- 
tions have a unique opportunity to 
observe the operations of American 
banks. From their broad supervisory 
experience, these agencies are therefore 
in a position to provide information of 
practical value on bank management to 
bankers and to university faculty mem- 
bers and students of banking.’ 

Significant aspects defined. The book’s 
first chapter is on banker responsibility, 
and in it Mr. Livingston clearly defines 
eight significant aspects of bank man- 
agement. These are: the obligation to 
provide adequate credit to businessmen, 
consumers and farmers; the skillful 
management of bond investments; the 
possession of a thorough knowledge of 





Government monetary and fiscal policies 
and operations; a keen awareness for 
the need to build bank capital accounts; 
the necessity for a good auditing and 
control system; plans for selection and 
training of officers and employees and 
the development of competent successor 
management; an intelligent understand- 
ing of world banking and _ financial 
problems to meet the requirements of 
banking leadership; and a_ constant 
awareness of the vast economic and 
social implications of banking activities. 

The other eight chapters are made up 
of thorough elaborations on these signif- 
icant aspects, from both Mr. Livingston’s 
broad experience and from a summary 
of the views of the 46 supervisory agen- 
cies that supplied the responses to the 
author’s numerous questions on bank 
management. 

Summaries of findings. Each chapter 
concludes with a summary of the survey 
findings, and one entire chapter is de- 
voted to a summary of the overall sur- 
vey. Thus are the weak and strong points 


Pinpoints strong, weak points 
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By 
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A leader in American banking sets forth the 
operating procedures for the responsible and 
efficient conduct of commercial banks. 
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of American banking today made to 
stand out in bold relief. And thus does 
the reader find in ‘Management Policies” 
a veritable blueprint for use as a guide- 
post, a checking-point list, and a text in 
the spheres of management. 

In the chapter, “Bank Bond Portfolio,” 
for example, there is this comment: “The 
replies disclosed that bank bond port- 
folios generally are well-managed. How- 
ever, in some banks the staff is obliged 
to devote most of its time to directing 
other operations of the bank. As a con- 
sequence, the responsibility of managing 
the bond portfolio is not specifically 
assigned. Sixty per cent noted this weak- 
ness.” 

A summary observation in the chapter 
on “Accounting, Internal Control and 
Taxes,” was: seven out of ten of the 
supervisors’ replies reported that while 
accounting systems are_ satisfactory, 
auditing controls in many banks could 
be improved. 

The summary of the chapter covering 
training and successor management 
noted that there is almost complete 
unanimity among supervisory agencies 
that the biggest problem and most gilar- 
ing weakness of bank management today 
is that of successor management. “In 
some cases,” concluded Mr. Livingston, 





“the failure to develop responsibility in | 


the supporting officers is deliberate, while 
in other instances the failure is caused 
by an inability or unwillingness. to 
attempt to solve this difficult problem.” 

“Management Policies in American 
Banks” was published by Harper & 
Brothers, 49 East 33rd Street, New York 
16, New York. It sells for $3.00. 
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Independent Bankers 
Meeting Highlights 

Holding company legislation and the 
competitive relationships of banks and 
savings and loan associations were among 
the major topics discussed at the 22nd 
annual convention of the Independent 
Bankers Association held March 26-28 
at the Jung Hotel in New Orleans, 
Louisiana. 

Ben H. Ryan, outgoing president of 
the I.B.A. and president of the State 
Bank of East Moline, Illinois, cited 
obstacles to amendment and passage of 
Senate Bill 2577 to restrict holding com- 
pany expansion across state lines, but 
predicted eventual passage. Defeat of 
this legislation, he added, could mean a 
“hangman’s noose” for the independence 
of many banks. 

L. Shirley Tark, president of the Main 
State Bank, Chicago, Illinois, urged 
bankers to work for a complete study of 
the entire savings and loan and banking 
industries by Congress, to determine 
respective areas in which they should 
operate, and to set forth ground rules 
to avoid further confusion and compul- 
sion in the direction of destructive 
competition. 

Registrations at the convention reached 
a new record of 1,132, and many of 
these members were on hand for pre- 
convention sightseeing tours of New 
Jrleans and the Delta country. 

Another highlight of the sessions was 
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where’s Vaughn Jackson? 








Chances are Vaughn R. Jackson, one of The First Penn- 
sylvania’s vice-presidents, is in friendly New Orleans. 
He may be visiting a member of our correspondent fam- 
ily. Or perhaps he’s bringing a Philadelphia business 
opportunity to the attention of one of our own customers. 
For Mr. Jackson knows all about fast-growing Phila- 
delphia—its markets, business trends, taxes. 

He also knows that both correspondents and industrial 
customers depend on one of our well-known services: we 
send all clearances by air mail direct to our own corre- 
spondents. There’s no faster way. 

If you’re interested in learning about our many other 
valuable services, ask Mr. Jackson, or any of our officers, 
to pay you a visit. And when you're in Philadelphia, 
make your first stop our Main Office, 15th and Chestnut 
Sts. Be glad to see you. 


The First Pennsylvania 
BANKING AND TRUST COMPANY 


Banking since 1782 
29 offices, Philadelphia and suburbs 


Serving more people more ways than any other Philadelphia bank 


Member Federal Reserve System © Federal Deposit Insurance Corporation 
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Rapid Conversion of 


YOUR CHECKS 
TO USABLE FUNDS 


fie FIRST NATIONAL CITY BANK ef New York 





If you’re interested in collecting checks with utmost speed, you’ll want a copy 
of this new booklet. 


It describes and illustrates the methods and systems that First National City 
has set up to help its correspondents throughout the country... 

e Gain substantial amounts in available funds 

e Assure faster presentation of items 

e Reduce credit exposure 


Our correspondents benefit from a system that provides for direct sendings 
the same evening of deposit. This means the quickest availability of funds 
and the earliest possible presentation with resultant prompt return of unpaid 
items. Our round-the-clock, seven-day-a-week transit service can work to 
your advantage. 


The “‘Speed”’ booklet is yours for the asking. After you’ve read it, we’d welcome 
the opportunity to review your collection procedures and outline in detail 
just how the facilities the booklet describes can be of service in your own 
particular case. 


The FIRST 
NATIONAL CITY BANK 
of New York 


Head Office: 55 Wall Street, New York 
66 Overseas Branches, Offices, and Affiliates * 73 Offices in Greater New York 


Around-the-clock Transit Service « Collections e Credit Information 
Bond Portfolio Analysis « Complete Securities Handling Facilities 
Dealers in State and Municipal Bonds -« Participation in Local Loans 
Personalized Service « World-Wide Banking Facilities 
Complete Metropolitan New York Offices Coverage 


First in World Wide Banking 


Member Federal Deposit Insurance Corporation 
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the installation of newly-elected officers 
J. V. Johnson, president, Johnson Count; 
Bank, Tecumseh, Nebraska, was name 
president; R. L. Mullins, president 
Wolfe City (Texas) National Bank, was 
made first vice-president; and R. E 
Gormley, vice-president, Georgia Saving: 
Bank and Trust Company, Atlanta, 
Georgia, was elected second vice-presi- 
dent. 
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Insurance Plan Aids 
Road Equipment Financing 

An Eastern insurance firm has an- 
nounced a new type of country-wide 
sales-finance equipment insurance plan 
that will be particularly helpful to insti- 
tutions financing the purchase of heavy 
equipment for road construction. 

In announcing the plan, the insurance 
firm pointed out that a large part of the 
$50 billion going into the U. S. Govern- 
ment’s road building program will be 
for the purchase of new construction 
equipment, a considerable part of which 
is sold on a time-sales basis. Banks 
generally, the firm said, will be expected 
to take a large share of this business. 

The new plan features automatic 
protection to the lender on each trans- 
action to give greater consideration to 
the impairment of collateral by acciden- 
tal loss or damage. The plan also gives 
protection to all interests in the trans- 
action including the buyers, distributor 
and financial institution on a broad “all- 
risk” basis. 

An “interruption of use” feature is 
another innovation of the plan. Under 
this clause, the plan additionally pro- 
vides that if the’ equipment is out of use 
because of loss or damage, the insurance 
will pay any instalment due during the 
period the equipment is not in service. 

Details concerning this insurance cov- 
erage can be obtained by writing to George 
F. Smith, vice-president, Dewey Broth- 
ers, Inc., Philadelphia, Pennsylvania. 


e oe ° 


Quota System for Banks 


In the sales work of the modern bank, 
the intelligent use of quotas and goals 
to guide and power the bank’s selling 
program can be of great value, according 
to William E. Singletary, vice-president 
of the Wachovia Bank and Trust Com- 
pany, Winston-Salem, North Carolina, 
in recent Financial Public Relations 
Association regional meetings at Mil- 
waukee, Wisconsin and Wichita, Kansas. 

Mr. Singletary, who is first vice- 
president of the F.P.R.A., pointed out 
that a quota and goal system is not the 
only way to keep an officer call program 
working successfully but it surely is the 
best way of accomplishing this. 

“For some hard-to-understand reason,” 
he added, “‘there has been some reluctance 
and resistance towards using quota sys- 
tems in bank sales work. Some banks 
perhaps feel that quota systems are too 
high-pressure for banking or too un- 
dignified. Fortunately, these and other 
objections have not carried the day. 
Instead, the evidence mounts, from the 
successful experience of many aggressiv¢ 
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institutions, that if a bank wants a 
successful officer call and business devel- 
opment program, that program must be 
keyed to a reasonable and workable 
quota system or else it will lack drive 
and stamina, and the wheels will not long 
go around.” 

Effective sales weapon. The call quota 
assigned to a bank officer should be fair 
and realistic, he continued, and not 
represent the maximum number of calls 
that he could possibly make in a given 
period, but rather should reflect a “work- 
ing level of call activity.” It is far 
better, he said, that a bank officer be 
encouraged to exceed the quota, rather 
than having to make calls, under pres- 
sure, simply to meet a quota which is 
actually too high. When a man goes out 
to make a round of calls simply to “meet 
his quota,” Mr. Singletary noted, he is 
pretty sure of making ineffective con- 
tacts rather than conducting productive 
sales interviews with prospects and cus- 
tomers. 


“Experience has shown that goals can | 


be successfully established for over-all 
deposits, for correspondent bank deposits, 
for loan totals, for instalment credit 
volume, for new wills and trusts, for 
savings deposits and virtually all other 
types of banking business,” he stated. 


In bank business development work, | 
he concluded, new business goals repre- | 


sent the team victory toward which all 
are working while quotas are the indi- 
vidual measurements of performance. 
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Novel German Instalment- 
Purchase Plan 


A novel type of “direct mail” instal- 
ment purchase plan, different from any 
used here, has been growing in popularity 
in Germany. The plan was introduced 
by the Frankfort am Main firm of Fit 
& Charis GmbH (of limited liability). 

Under the plan, the Fit-Charis firm 
mails out to prospective customers a 
merchandise coupon good for three Ger- 
man marks. Enclosed with the coupon 
is the firm’s merchandise catalogue. 

If a coupon recipient so elects, he can 
fill in the credit information asked for 
in the coupon, sign it, and mail it back 
to Fit & Charis with an order for three 
marks worth of goods. 

The firm promptly fills the order and 
encloses with it a “Service Book” of five 
additional coupons, each also worth 
three marks. These coupons can then be 
used one per week or in combination. 
At the end of six weeks the customer is 
billed for the number of coupons he has 
used. 

The “every six weeks” billing gives 
the plan a revolving nature, and its 
accounting procedure is simplified by 
the fact that the coupens are all worth 
he same amount. 
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4 Banking Interlude 

A “notable public relations achieve- 
ment” award was made recently to The 
Hanover Bank, New York City, by the 
American Public Relations Association 
in its 12th annual awards competition. 
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National City Bank 
Fie Travelers Checks 

from home are spendable like 
cash everywhere, in 
Dublin or Detroit, 

Ni CB without the risks of 


cash. 


Travelers 
Checks 





When you sell your clients safe, readily cashed, National City Bank 
Travelers Checks, you give them a real service. Wherever they go, 
at home or abroad, these convenient checks will simplify trips or vaca- 
tions. Here are a few important reasons why seasoned travelers prefer 
NCB Travelers Checks: 


¢ Promptly refunded in full if lost or stolen 
¢ Instantly recognized and accepted like cash around the world” 
¢ In handy denominations: $10, $20, $50 and $100—good until used 


When you sell NCB Travelers Checks, you keep the entire selling com- 
mission—% of 1%. Our global advertising directs prospects to buy at 
banks. We provide extensive sales aids, without charge, enabling you 
to tie in with this national and international advertising campaign in 
trade and consumer publications. 


Serve your customers well—and make a good profit yourself—by selling 
well-advertised, much-in-demand NCB Travelers Checks. They’re known 
as “The Traveler’s Friend” with good reason. 


The FIRST 
NATIONAL CITY BAAK 
of New York 


REMEMBER THESE FACTS: 


¢ Backed by America’s leading world wide bank 
° Inexpensive “insurance”—cost only 75¢ per $100 


¢ NCB Travelers Checks have been sold for over half a century 


Member Federal Deposit Insurance Corporation 





The award, made in the banking, 
finance and insurance classification, rec- 
ognized the public relations effort on the 
part of a number of The Hanover’s 
officers last December in obtaining a 
saddle horse for a 12-year-old girl as a 
Christmas gift. 

The little girl had learned of the 
Belair Stud dispersal sale being con- 
ducted by The Hanover bank and in a 
letter to the bank made a bid of $24.08, 
representing her entire savings, for a 
“horse no one will buy.” 

A case history, “A Girl, a Horse and 
a Bank,” which details the project, will 
be added to the Archives of Public Rela- 
tions in the Library of Congress. 

In March, Karen Ann McGuire, the 


little girl, was invited to meet Nashua, 
the horse that brought $1,251,200 in the 
Belair sale. At the time, Karen’s $24.03 
bid and the gift to her by The Hanover’s 
officers were reviewed widely in press 
stories and pictures. 
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Branch Bank Landscaping 

Generally speaking, one neighbor knows 
—and cares—about his other neighbors 
a lot more than they suspect. Conse- 
quently, the appropriate landscaping of 
a branch bank takes on an important 
bank-public relations aspect. 

So important an aspect is it that the 
National Bank of Detroit, Michigan, 











WHETHER YOU’RE A CORRESPONDENT BANK OR 





Phone LAfayette 3-6800, ask for Correspondent 


The Netional Shawmut Bank 


Give Us 


Send us your toughest problem... 


Banking Service and get action—fast! 


40 Water Street, Boston 


Member Federal Deposit Insurance Corporation 
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AKBANK TURK ANONIM ORTAKLIGI 


(Turkish Joint Stock Co.) 
IS AT YOUR SERVICE 
ISTANBUL - TURKEY 
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as at December 31, 1955 
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Turkish Pounds 


TL. 17.013.658,24 
2.115.445,20 
18.080.608,04 
6.623 .052,37 
34.967.924,96 
249.983,.01 
24.985.362,.23 
38.469.894.01 
843.750,00 
11.119.253.62 
6.981.663.08 
4.696.846,62 
1.261.926,29 


TL. 167.409.367,67 


TL. 15.000.000,00 
2.055.686,31 
308.633,45 
23.726.332.56 
102.758.771.66 
273.119,02 
19.957,63 
18.323.331,92 
1.668.571,57 
3.274.963,55 


TL. 167.409.367,67 
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Colorful small areas 








Parking lot shield 
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Branches that “blend in 


through its vice-president in charge of 
branch banks, C. N. Richards, closely 
follows the plans for each new branch 
to make certain that there is planting 
space, no matter how small. 

“Tt doesn’t take large plots of flowers 
to beautify a spot,” says Mr. Richards. 
“Moreover, landscaping definitely helps 
integrate our buildings with the residen- 
tial neighborhoods in which they are 
built, to create good relations with the 
neighbors.” 

Mr. Richard’s planning extends to 
conferences with neighboring residents 
to determine their wishes. In one recent 
instance, a branch was built in a residen- 
tial area where zoning ordinance pro- 
hibited a parking lot. The neighbors 
went to bat for the bank and petitioned 
the city’s council to allow a parking lot 
to be built at the branch. The permis- 
sion was granted and the bank then 
carried out the residents’ wishes as ‘0 
the branch’s landscaping—a low brick 
wall around the lot, with plantings of 
evergreens and shrubs in front. 

The project created much favorable 
attention from the neighbors and gz2'- 
deners. One concrete indication of the 
“good public relations” was the granting 
to the branch of an annual merit awa?‘ 
for outstanding landscaping by a men’s 
garden club. 

At another branch, Mr. Richards was 
confronted with as unlikely a spot fo: 
a garden as might exist—a strip 6 
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4 important ways to rate a drive-in window 


(AND HOW THE MOSLER PICTURE WINDOW MEASURES UP TO THEM.) 





1. How well can customer and teller see each other and 
talk? This is important. It’s the reason Henry Dreyfuss and 
Mosler engineers evolved the “‘Picture Window” concept 
... With its modern, open look that seems so much more 





2. How accessible and safe is deposit unit for 
customer’s hand? Mosler’s is shown above. 
Note how it slides out at the touch of a single 
push button by teller, opens its cover to a 
convenient 45° angle and allows customer 
to reach into it (without wrist contortions, or 
fear of sudden closure). This is the most 
readily accessible unit of its kind. Safest, too. 


Like to know more important reasons why 
the Mosler Picture Window is America’s finest 
and most practical equipment for drive-in 
banking? Mail coupon for brochure, today! 


IF IT’S MOSLER ...IT'S SAFE 


= Mosler Safe @: 
OS er ek ee Since 1848 


World’s largest builders of safes and bank vaults . 


built the U.S. Gold Storage Vaults at Fort Knox and the famous 
bank vaults that withstood the Atomic Bomb at Hiroshima 


May, 1956 





3. How much assurance is there against money 
errors or losses? There’s plenty with the Mosler 
Picture Window. Note that lid of deposit unit 
is of clear-vue bullet-proof glass. This keeps 
money and checks in view of customer at 
all times, yet protected from wind and other 
hazards. There is virtually no chance of 
money blowing away or getting out of sight. 


3 


personal and inviting... puts both teller and customer 
so completely at ease. Actually, they see and talk with 
each other so naturally that neither is even conscious of 
the clear-vue bullet-proof glass between them. 





4. How much usable counter space is there 
inside window? Take a look above. Note that 
all (not just part) of the Mosler counter is 
usable for change machines and other equip- 
ment. No space-wasting cutaway here... 
no ‘“‘angled-in”’ counters to steal needed work 
area. And note the two big cash drawers for 
coins, bills, storage. 
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THE MOSLER SAFE COMPANY, DEPT. BC-35 | 
320 FIFTH AVENUE, NEW YORK 1, N. Y. 

Please send me your new full color brochure outlining all the features 
of Mosler Picture Windows For Drive-In Banking, as soon as possible. 














NAME, POSITION. 
BANK 
ADDRESS 
.. Mosler 
CITY ZONE, STATE, 
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National Bank of Hyde Park, Chicago, II, 


The Pioneer Bank & Trust Co., Shreveport, La. 


Left, ‘operator control,” and right, a “scooter” in bank TV set-ups 


feet long but only one foot wide. _How- 
ever, after some close figuring a striking 
combination of small evergreens, shrubs 
and annuals evolved. 
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Increased Use of 
Television in Banks 

Television continues to become an in- 
creasingly important factor not only in 
the performance of banking services, but 
also in selling those services, according 


to recent releases pertaining to banks in 
Shreveport, Louisiana; Chicago, Illinois; 
Tuscumbia, Alabama; and _ Rochester, 
New York. 

TV “Scooter.”” The Pioneer Bank and 
Trust Company, Shreveport, Louisiana, 
for example has incorporated a TV 
“scooter” to help it maintain a central- 
ized bookkeeping department for the 
bank’s main office and its branches. 

The “scooter” is mounted on tracks in 
front of the files in the bookkeeping 
department. Built into it are a TV 
camera, monitor and intercom facilities. 





———THE BIG 


When banks decide to process 
checks by number sive | of by 
name, we call it ‘the big switch’”’ 
because it involves such a large 
outlay of money to supply all 
customers with checks bearing 
imprinted account numbers. 
Regardless of the economies which 
banks may enjoy as the result of 
processing by number, either manu- 
ally or mechanically, this additional 
check cost constitutes a hefty 
offsetting expense and, to the degree 
that it can be reduced, a saving is 
effected. 


How can it be reduced? Well, all 
ou have to do is to sell a lot of 
ersonalized Checks today. The 

more expense you recover now, the 

less you will have to absorb if and 
when you make the big switch. The 
same reasoning applies to coded 
checks. Don’t ever think that the 
imprinting of codes is going to be 

a ‘‘by-product’’ of some other 

operation. It will be a very real cost 

item, and in fact could easily be 
the biggest cost item in mechanized 


SWITCH 


handling. At this stage, we don’t 
even know whether coding can be 
done within the framework of 
imprinting procedure, and neither 
does anyone else. The more we have 
to upgrade imprinting to adjust to 
close coding tolerances, the more 2 
it is going to cost. 4 
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Here, then, is a situation where 
selling effort could pay off in 
immediate savings and, more 
especially, in future savings. If you 
could sell fifty per cent of your 
accounts on the idea of buying 
Personalized Checks, your immedi- 
ate check costs would be lessened 
and you would gain even in larger 
measure when you made the big 
switch. If you could sell even i 
twenty-five per cent, it would help. 

As the Chinese would put it (the 
old-style Chinese, that is), ‘“Longest 
journey starts with single step.”’ So : 
let’s get rolling. We can help with 
advertising and other sales helps. 
We can deliver top-notch Personal- 
ized Checks quickly and at a modest 
price. We can save you money. 
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Manufacturing Plants at: CLIFTON, PAOLI, CLEVELAND, 


INDIANAPOLIS, CHICAGO, KANSAS CITY, ST. PAUL 





A dispatcher seated in the scooter is 
directed by intercom to the appropriate 
file or record which is then placed before 
the TV camera. Immediately, the person 
requesting the information sees it on 
his monitor. 

A second stationary camera with 
monitor in the bookkeeping department 
is used to transmit statements through- 
out the bank and its branches and as an 
auxiliary general records camera. A 
total of 14 monitors are installed in the 
bank’s teller cages, and two monitors 
are available for private customer use. 

The equipment for the _ installation 
was manufactured by the Dage Tele- 
vision Division, Thompson Products, Inc., 
Michigan City, Indiana. 

Operator control system. At the Na- 
tional Bank of Hyde Park, Chicago, 
Illinois, the tellers’ cages have been 
equipped with standard Zenith TV re- 
ceivers. These, however, have _ been 
modified by a local installer to serve the 
special purposes of the bank. 

In this installation the sound circuits 
were eliminated from the sets, and 
operating controls limited to an on-off 
switch, a control for brightness, and a 
control to regulate the picture “hold.” 
Thus, the control of the picture itself 
lies in the hands of the operator who is 
stationed at the pickup camera located 
in the bookkeeping department. When 
a teller calls on the bank’s phone circuit 
to ask for information, the TV operator 
puts the required signature card or 
other record in view of the camera lens, 
and then operates a switch that not only 
routes a TV signal to the individual 
teller cage, but also lights the picture 
tube in the receiver located in that cage. 
Thus, the only time that a teller’s TV 
set shows a picture is the occasion when 
the teller has asked for information. 
It is also possible to send a picture into 
all tellers’ cages at once. While the 
present installation includes six receiv- 
ing points, the TV service that made the 
installation designed it for simple expan- 
sion whenever the bank requires it. 

TV set as prize. The First Nationa! 
Bank at Tuscumbia, Alabama recently 
gave away a television set to encourag* 
depositors to prepare their own deposi 
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How to pull assets out of thin air 


Money in transit isn’t “working money.” 


Chase Manhattan slashes transit time—puts money to work faster. 


Result for one bank: $40,000 more a day. 


At the Chase Manhattan Bank, check clearing for our correspondents 
is a twenty-four-hour-a-day operation—geared to speed all the way. 
Because of that, float time is cut to the bone. A day or more may often 
be saved in transit. One of our correspondents recently told us that this 
results in his bank’s having about $40,000 additional available funds 
per day. 


How much could your bank gain by faster service? 


This is just one of the advantages of being a Chase Manhattan corre- 
spondent. Inquiries regarding this and other Chase Manhattan services 
for correspondents may be addressed to our Head Office, 18 Pine Street, 
New York 15. 


May, 1956 
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you, 


Mr. Banker— 


... have a lot in common with The Home Insurance agent in your 
community. 


You both do business with the same people. You both sell security, 
service and financial good health. 


This adds up, doesn’t it? 


This advertisement appears in color: 


American Home—June + Better Homes and Gardens—June + Nation’s Business—June 
Town Journal—June + Business Week—May 5 + Newsweek—May 14 + Time—May 14 
U.S. News & World Report—May 25 





tickets. It was felt 
that if depositors 
prepared their 
own deposit tick- 
ets, window serv- 
ice could be speed- 
ed up and the time 
of both depos- 
itors and tellers 
would be saved. 
This plan created 
a large amount 
of interest and a 
larger number of 
the bank’s cus- 
tomers have ac- 
quired the habit 





of preparing their T m ‘ 
own deposit slips. V incentive 
Customers “on TV.” Opening of the 


new Times Square office of the Commu- 
nity Savings Bank of Rochester, New 
York featured a closed circuit TV sys- 
tem that enabled customers to see them- 
selves on the screen as “television stars.” 
The images were not telecast to the 
public, but provided a first-in-Rochester 
attraction that aroused considerable 
interest. The TV hookup was obtained 
from the General Precision Laboratory 
of Pleasantville, New York, especially 
for the occasion. 
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How To Use Your Bank 


“How To Use Your Bank” is the theme 
of two educational projects recently 
introduced in New York City; one is a 
film prepared by the American Bankers 
Association, the other a new teaching 
guide issued by the New York State 
Bankers Association, 

The new A.B.A. film is a 16-mm. 
black-and-white sound picture’ which 
runs approximately 10 to 12 minutes. 
It tells a comprehensive story of bank 
services and illustrates how these func- 
tions can be used for a variety of serv- 
ices. A teacher’s guide is supplied with 
each print to aid teachers in putting the 
film to its most effective use. 

It is the seventh in A.B.A.’s series of 
audio-visual aids designed to help banks 
tell the story of banking in their com- 
munities, according to Harold J. Mar- 
shall, chairman of the Association’s 
Public Relations Council and president 
of the Manufacturers National Bank, 
Troy, New York. 

Like other films in the series, “How 
To Use Your Bank,” can be purchased 
either by individual banks or banking 
groups for loaning or donation to schools 
and for use with youth, adult, or em- 
ployee audiences. 

Information and order forms for any 
of the films in the series may be obtained 
from the Public Relations Council, 
American Bankers Association, 12 East 
386th Street, New York City 16. 

Guide for farm students. The New 
York State Bankers Association’s new 
teaching guide, “How To Use Your 
Bank,” is a 40-page pamphlet divided 
into eight chapters to explain the 
mechanics of commercial banking at the 
local level. 

It was prepared by the Association’s 
Committee on Agriculture and is aimed 


Burroughs Clearing Hovse 


ee wn 

















le 
ed 
ry 


me 
tly 
ta 
ers 
ing 
ate 


im. 
ich 
tes. 
ink 
nc- 
’v- 
rith 
the 


- of 
nks 
om- 
[ar- 
on’s 
lent 
ink, 


low 
ised 
cing 
ools 
em- 


any 
ined 
ncil, 
fast 


New 
new 
“our 
ided 

the 
the 


ion’s 


imed 


ouse 








primarily at the agricultural student. 
It has already been distributed to 50 
per cent of the state’s agricultural high 
school students, and is intended to give 
them facts on the matter of establishing 
credit and its relation to farm manage- 
ment. 

The guide contains a glossary of bank- 
ing terms and is amply illustrated with 
typical bank forms such as statements, 
checks, deposit tickets, notes, and the 
like. 

Copies of the booklet are available at 
25 cents each. Orders should be addressed 
to the Committee on Agriculture, New 
York State Bankers Association, 33 
Liberty Street, New York City 5. 
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Overthrowing Tradition 

As its name implies, The Old Freeport 
Bank of Freeport, Pennsylvania, has 
been in the banking picture a long time. 


Its charter dates back to 1868, and since | 


that time it has weathered many a 


financial storm. However, since Presi- | 


dent C. L. Sober took command in 1951 
it has cast tradition aside and employed 
new techniques that have tripled its 
assets in a little more than four years. 

Free gifts and services, and strong 
advertising budgets are integral parts of 
its policy. The bank not only passes out 
the usual pencils, notebooks, calendars, 
etc., but it also gives away such items 
as fans in the summer, thermometers in 
the winter, potholders for the ladies, 
pocket combs for the men, and lollipops 
for the children. 

In addition, the bank has no service 
charges, cashes checks free, and pays 
interest on Christmas savings. 

As a result, the bank’s assets have 
climbed to $4,048,101 from $1,389,127 in 
1952. Moreover, the bank is earning 
more than at any other period in its 
history, and paying higher dividends 
than it did when it charged for all its 
services and gave nothing away. 

Despite its “give-away” policy, man- 
agement is far from wasteful. Recently, 
for example, the interior of the bank 
was modernized by cutting down all the 
old high teller cages into attractive low 
style models, rather than putting in new 
ones. 

Along with the directors, A. M. John- 
ston, former president of the bank and 
still associated with it, was skeptical of 
the new policy at first. “But it works, 
and has done wonders for the bank,” 
he now admits. 
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Special A.B.A. 
Convention Tours 
Bank officers attending the 82nd an- 


nual convention of the American Bankers | 


Association in Los Angeles, California, 
October 21-24, have an opportunity to 
enjoy special travel services’ being 
arranged by the American Express Com- 
pany. 

A Special Bankers’ Tour, for example, 
will leave Chicago, Illinois, on October 
17, 1956 and stop-over at Grand Canyon 
en route to Los Angeles. Following the 
convention, the group will return to 
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POPULATION IN THE SOUTHERN HALF OF CALIFORNIA is estimated to have 


increased from 7,992,000 on 


January 1, 1955, to 8,374,000 on January 1, 1956— 


a gain of 382,000 or 4.8 per cent. The increase averaged nearly 32,000 per month, 


or more than 1,000 per day. 


Since the April 1, 1950, Census, the area has shown a net population increase 
of 1,958,000 or 30.5 per cent. 
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STATEMENT oF CONDITION 


RESOURCES 


Cash and Due from Banks.. 


U.S. Government Securities 


State and Municipal Securities...... 


MARCH 31, 1956 


$ 363,766,625.75 
Samii a $ 957,890,071.19 
88,643,625.62 

















Other Bonds and Securities...... i 31,009,521.45 1,077,543,218.26 
RE OO MOONE oi 0's 00: 5.600 00850600 500sksescnoees 647,790,283.98 
Backed Tameeest ROCCO ogc vin ccc deccddesddcowses " 8,186,325.13 
Customers’ Liability— Accept. and L/C........ eer 4,644,873.09 
Be IIE oc ons bnss0ntcuswiuonauex (ctsnmnauane om 3,871,687.65 
Pete TOE i coccdcdinekevesecee ececececoses sevcccee 186,636.84 
TOTAL...<<« 900000086000 000000000000000000000 $2,105,989,650.70 
LIABILITIES 
CIE «cn ccnsseesces ssesesecsecccee  SO00RD0NES 
DOMES 55csckcccscnssesevecss nouns 50,000,000.00 
Undivided Profits .........eeeeceee 43,970,784.15 $ 143,970,784.15 
Reserves. for 1mtesest, Tames, CbCiocdscccccvsscccssace Ps 15,740,977.75 
Interest Collected—Unearned. ......ccccccccccccccccce ‘ 5,011,590.08 
Acceptances and Letters of Credit ........ssseeeeseees 4,644,873.09 
CE BA sick ci jansdanssesedeeneNeeNeuesananen 340,999.44 
Deposits—Time .....cccccccccccces $ 651,009,358.35 
SE cccinvecveesnns 1,285,271,067.84 1,936,280,426.19 
TAPE 1 tvcatsnsddendedaseddauekeuesdansekeas $2,105,989,650.70 


Securities carried at $ 240,620,809.00 are pledged to secure trust funds and U.S. Government, 
State and other Public Moneys, and for other purposes as required or permitted by law. 


143 Offices and Branches serving Central and Southern California 
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Chicago on November 1, after interest- 
ing stops at Yosemite National Park, 
San Francisco, Salt Lake City and 
Denver. Those that prefer can return 
direct from San Francisco. 

American Express has also arranged 
the following post-convention tours: a 
one-week air tour to Mexico; a one-week 
air tour to the Hawaiian Islands; and 
a 22-day Hawaiian cruise on the “Lur- 
line.” 

Interested individuals should contact 
Gerald J. Gilmore, assistant vice-presi- 
dent, American Express Travel Service, 
65 Broadway, New York City 6. 
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Seattle Bank’s New Branch 
is Striking Landmark 


A distinct landmark and an advertis- 
ing feature in itself is the new and im- 
posing Central Branch of the National 
Bank of Commerce, Seattle, Washington. 
The building occupies a full city block and 
its virtually all-glass exterior and strik- 
ing entrance of black granite and cer- 
amic tile dominates its locale. 

The entrance to the bank is splayed 
on one corner and faces two main streets. 
The huge glass doors open automatically, 
accenting the wide open effect gained 
by the use of heat-resistant glass on all 
sides of the building. 

The main floor houses the savings de- 
partment, commercial tellers, the state- 
ment and new accounts departments, 
receptionists, officers, and the collection 














Central Branch, The National Bank of Commerce, Seattle, Wash. 


An imposing, glass bank structure that dominates a downtown area 


and exchange departments. Several con- 
ference rooms are also on this floor. Bank 
operations departments, including book- 
keeping and proof, are located on the 
second floor. Expansion in these depart- 
ments is possible through the use of 
movable partitions. This level also con- 
tains the credit department, as well as 
a staff dining room and lounge. 

An unusual lobby feature of the new 
branch is an original wood carving, 
“Progress,” symbolizing the growth of 
the Pacific Northwest. The carving was 
hewn by axe by Dudley Carter, a local 
sculptor who has gained national fame 
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For Your 
Correspondent Needs 


For complete correspondent service, get 
in touch with Manufacturers National. 
Our banking offices in Detroit, Dear- 
born, Highland Park, Grosse Pointe 
Woods, Melvindale, Pleasant Ridge, 
Redford and Van Dyke combine to pro- 
vide you with prompt, careful handling 
of your every requirement. 


OF DETROIT 
Detroit 31, Michigan 


National Bank 


Member Federal Deposit Insurance Corporation 
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with his unique method of sculpture. 
In the wooden statue the figure of a 
woman casting off her cloak represents 
departure from old methods, as_ she 
reaches for standards of the machine 
age. 

Throughout the interior, colors, light- 
ing, floor coverings and furnishings are 
in the modern theme to give a colorful, 
inviting look. Green carpeting, illu- 
minated ceilings, light oak woodwork, 
blue-green walls, pine-forest desks and 
flamingo chairs all go together’ to 
heighten the effect. 

Other features include air-conditioned 
rooms with locks, for customers’ use in 
examining safe deposit boxes, and air- 
conditioning and fully illuminated ceil- 
ings in the lower level instalment and 
mortgage loan departments. 

Customers are constantly commending 
the bank on the new office, which is the 
first-major bank building to be con- 
structed in the downtown section in more 
than 20 years. Commercial customers 
are particularly impressed with the night 
depository, which lets them know when 
their deposits reach the locked chest in 
the basement; a signal light flashes on, 
indicating receipt. 
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Publicity Opportunity 


Banks these days are becoming ever 
more publicity minded. 

There was fresh evidence of this re- 
cently in Madison, Wisconsin, following 
merger of the Bank of Madison and the 
Union Trust Company. 

The operations of the two banks were 
to be consolidated under one _ roof. 
Usually, the resulting transfer of large 
sums of cash, safe deposit boxes, etc., 
from one bank to the other would be 
clothed in secrecy and handled through 
armored cars. 

Instead, officers of the consolidated 
bank decided to make a newsworthy 
event out of the operation. Accordingly, 
it was announced publicly in advance 
that the transfer of monies, negotiable 
papers, securities, and other valuables 
would be accomplished by a _ regular 
moving van, with protection provided 
only by the local police. 
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All-Women Management, Staff Team 


Under the guidance of its woman founder and two sisters this 
Florida savings-loan association has become the 75th largest 





al 





There is often evidence that top man- 
agement has not fully accepted the idea 
that women are potential executives. 
Nevertheless, women control a large 
share of this country’s wealth, and there 
is an ever-increasing number of success 
stories told about women in American 
business management. One of the most 
interesting examples of the _ business 
acumen of women is provided by the St. 
Petersburg (Florida) Federal Savings 
and Loan Association, which is managed 
and staffed entirely by women. 

According to official tabulations of the 
U.S. Savings and Loan League, the St. 
Petersburg institution is the 75th largest 
savings and loan association in the 
country. As of December 31, 1955, the 
association had total resources of $56,- 
024,375, or almost 10,000 times the orig- 
inal funds of $5,665.87 with which the 
firm began operations in July, 1935. 

Most of this growth can be traced to 
the efforts of the Somp sisters—Cornelia, 
Elsie and Ilonka—who have been the 
guiding geniuses in the development of 
the firm. Cornelia is executive vice- 
president and Elsie secretary-treasurer 
of the institution. TIlonka, who is no 
longer with the association, served 13 
eventful years as secretary before illness 
forced her to retire. 

This triumvirate formulated the pol- 
icies that have made the institution the 
driving force it is today. The bulk of 
these decisions, however, have come from 
Cornelia, who back in 1934 acted as the 
main organizer of the association. She 
worked diligently with citizens to raise 
the required minimum amount of money 
to obtain the association’s charter and 
it was she who interviewed the many 
people who to her represented prospec- 
tive members for a board of directors. 

When asked recently as to why the 
association’s 51 employees are all women, 
Miss Somp said “Because I know women 
can do the work, they are reliable and 





efficient, and promoting women to posi- 
tion of officers helps to have the prej- 
udices against women removed.” 

Her attitude is appreciated by the 
staff, especially the 10 other officers who 
make up the top command. They know 
that they can climb as high as their 
ability warrants, and the institution’s 
progress to date shows they have ample 
talent to reach the top. 

The association’s total resources 
passed the $2 million mark in 1940, 
reached $7 million in 1945, topped $23 
million in 1950 and currently are beyond 
the $56 million level. 

The association’s latest financial state- 
ment shows how well it is meeting its 
savings-loan objectives. It points out 
that over $51 million of its resources 
represent savings of shareholders and 
that the association had first mortgage 
loans totaling $42,839,279 on December 
31, 1955. In addition, the association 
had $761,500 invested in Federal Home 
Loan Bank stock and nearly $1 million 
in its own buildings. Most of the latter 
amount represents the value of its 
modern four-story headquarters. 

Business has boomed since this office 
was opened in February, 1954, and now 
management is seriously contemplating 
the addition of fifth and sixth stories to 
the beautiful structure to meet antic- 
ipated needs. 

W. H. Seymour, vice-president and 
manager, Liberty Mutual Insurance 
Company of Boston, Massachusetts, re- 
cently said, “an ambitious woman placed 
in a routine job with no particu‘ar future 
or chance of advancement will naturally 
become disinterested and bored. If we 
place the same woman in work where 
she is given responsibility and must 
be depended on to take care of her 
responsibility, she will succeed.” 

The St. Petersburg Federal Savings 
and Loan Association’s staff is an excel- 
lent example of what he had in mind. 





“Place a woman in a responsible job and she will succeed” 


Men are conspicuous by their absence in St. Petersburg Federal’s beautiful lobby 
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for a large and versatile 
labor force 


Capable and experienced em- 
ployees now number more than 
911,200 in the growing Pitts- 
burgh area. 

This is a substantial increase 
over peak employment here dur- 


ing World War II. 
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for all your Pittsburgh 
correspondent needs 


Peoples First National offers 
more than 20 correspondent 
services designed to suit the needs 
of banks with interests in the 
Pittsburgh area. 

If you are thinking of a Pitts- 
burgh correspondent, we will be 
glad to discuss your requirements. 
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Correspondent Bank Department 
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Colombia Banking Institute. a Version of the A.I. B. 


Part-time study programs, modeled after those in the U.S., have aided | 
greatly in the growth of banking in this Latin American country 





The large scale growth of Colombian 
banking only dates back to 1945, al- 
though a less spectacular increase has 
been evident since the late 1930’s. Avail- 
able labor supply wasn’t a problem in 
1924 when 26 banks with 53 offices had 
$19.25 million deposits, but the banks 
began to feel the pinch of an insufficient 
supply of manpower by 1945 when they 
operated 541 offices, and it became a real 
headache from the late forties on. In 
1954 twenty-six banks operated a total 
of 862 offices, and their number has been 
steadily growing; also during the thirty 
years since 1924 deposits in pesos had 
increased about eighty-fold (the peso 
having been depreciated from parity 
with the dollar in 1924 to $.40 in 1954). 

In the late forties, Juan D. Sanchez, 
manager of the Bogota branch of the 
National City Bank of New York City 
(now resident vice-president), proposed 
to the Colombian Banking Association 
the organization of a school following 
the American Institute of Banking pat- 
tern, for the gradual training of bank 
clerks. He was familiar with the A.I.B. 
since he had served as state director of 
education of the A.I.B. for New Jersey, 
and in 1985 was a graduate of the first 
class of the Graduate School of Bank- 
ing. The association accepted his idea, 
and in 1950 organized the Colombian 
Institute of Banking (Instituto Colom- 
biano de Banca). As the first chairman 
of the committee of education the asso- 
ciation elected Mr. Sanchez, and he has 
been steadily re-elected. 

School a success. The school started 
classes in June 1951, and by the end of 
1955 some 1,600 students had taken one 
or more courses. The Institute has since 
also organized similar training groups 
in six additional cities and, according 
to Dr. Diego Rivadeneira, director since 


1951, plans to have them in every major 
city. Any bank employee is eligible for 
enrollment, and publicity for the school 
is handled by special representatives in 
each bank. 

Classes are from 7 to 8 a.m. and 6 
to 8 p.m. Students have to show the same 
grades for passing as at the A.I.B., and 
unexcused absences count against the 
final marks. In every case the Institute 
advises the management of banks with 
regard to especially prominent students. 
Fees are as low as possible, to encourage 
attendance, and ag is customary in the 
U.S. the banks reimburse students if 
qualifications are good enough. Also, at 
the closing ceremonies in December it 
has become a custom for bank managers 
to hand the diplomas to students from 
their organizations. 

Dr. Rivadeneira reported that the 
Institute has received inquiries for text- 
books and teaching methods from several 
other Latin American countries. 

School for prospective clerks. While 
the Colombian Institute follows the aims 
of the A.I.B. in the training of personnel 
already working in banks, the Banking 
Association opened another school in 
mid-1955 which is thought to be unique 
in the Americas. It will give intensive 
one-year training courses for prospective 
bank clerks. 

Twenty-two applicants enrolled for the 
first term. They have four hours of 
classroom work five days a week, and 
twelve are already working part-time in 
Bogota banks. While normally banks 
cannot set minimum requirements for 
educational background of clerical help, 
the Training School demands at least 
four years of high school. Among its 
students are college students who may 
make banking a career upon their gradu- 
ation in mid-1956, Dr. Rivadeneira said. 


Textbooks written in Columbia. Wor! 
ing with Mr. Sanchez, a committee of 
nine prepared the first textbooks in intr 
duction to banking and accounting, usin» 
A.I.B. material for guidance. The la‘- 
ter is a rather faithful translation of 
the A.I.B. textbook, adapted to special 
Colombian regulations, while the former 
has to start on a much more elementary 
level, the director said. The committee 
found nothing usable in Colombian texts, 
and Dr. Rivadeneira indicated that sev- 
eral business schools in Bogota asked for 
permission to use the accounting texts. 
Considering the difference in educational 
standards, the introduction to banking 
contains chapters that would be con- 
sidered superfiuous in the U.S., such as 
a detailed exposition of the importance 
of correct behavior toward the public 
and of the manner of answering the 
phone. In addition, the book has chapters 
on the nature of banking and the most 
frequent types of transactions. The sec- 
ond, revised, issue of 1954 also added a 
number of practice forms. 

Promotions follow schooling. ‘Of 
course there are scoffers,’” Mr. Sanchez 
said, “but what about the man who was 
a guard, passed several courses with 
high marks and is now an efficient col- 
lector?” Another, a girl, he added, had 
been a typist for years. She is now assist- 
ant secretary of a bank branch, after 
taking the introductory course and Ac- 
counting I and II. A third, also a career 
man, was recently appointed manager 
of the farm bank in Manizales. Many 
others, Mr. Sanchez said, simply take the 
courses to qualify for promotion, even 
though they may have worked in banks 
all their lives. With regard to the 
trainees, he was certain that none of the 
good ones would have trouble landing a 
good job next June. 


Colombia’s Banking Institute was first proposed by a New York City bank’s branch manager in Bogota 


L. to r.: Drs. D. Rivadeneira, and E. Soto P., Institute 
and Association directors, respectively; and a lecturer 














A typical Institute class made up of students of various ages. More 
often than not, course completion means a promotion for the student 
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| CASE NO. 19307 eeee \ 


| An Authentic Case History From 
} American Express Files 
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he Graduation of high school senior Group on class trip, sightseeing in 


Class treasurer discovers loss of $740 
we class in Colorado. New Orleans. 


in Travelers Cheques. 
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ny Entire class goes to American Express Immediate refund in new Travelers 


Class continues trip to Miami, as 
the 


office where freasurer explains loss Cheques is made to treasurer and planned, 
en of Travelers Cheques. entire class. 

iks 
the 
the , ‘ ‘ ‘ . ‘ 

- The senior class of a high school in Colorado purchased $890 in American Express 


Travelers Cheques from their local bank, the Cheques being made out in the namé of 
Dorothy Sattin,* the class treasurer. The class was planning a trip from Colorado, 
through the South to Miami, and return. In New Orleans, the treasurer lost the 
$740 in Travelers Cheques unexpended at that time. The entire group of seniors 
accompanied their, treagure be tre American Express office in New Orleans where — cree “{ the 
she explai#ied the loss.of the avelers Cheques to the manager. A full refund was Aenea 

inade on the spot and the sea ior glass contin trip to Miami as planned. 

: The group ‘had lost neither jane nor pfur i 

“Tocal bauilehad retained the good 
valuable customers. 





*This name has been 
substituted for 











‘This year, more and more of your otters et be 
traveling. Make sure they get the most for their money . 


American Express Travelers Cheques. 





AMERICAN EXPRESS TRAVELERS CHEQUES 


THE WORLD’S NUMBER-ONE MONEY SINCE 1891 
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A Photo Roundup of New and Modernized Bank Exteriors | - 


Depicting a wide range in building design ideas and facade features 


























Oklahoma City, Okla. Stone, steel, brick and glass make up the modern 
exterior of the new Shelby branch of the Liberty National Bank and Trust 
Co. The branch has a drive-in window on one side 














Gulfport, Miss. The bank’s sign stands out 
brilliantly in this night-time view of the new, 








Crestview, Fla. An unusual entrance way to the new quarters of the newly 3-story brick and tile building of the Gulf 

opened First National Bank was effected by recessing it in one corner National Bank. Other features of the modern 

beneath a wide, lighted canopy. Note how the building was set back far quarters include a Civic Room and three drive- 
enough from the sidewalk to allow for a drive-in arrangement in tellers’ windows 






























Charleston, S. C. The all-white brick structure of the Rivers Avenue 
branch of the Citizens and Southern National Bank of S. C. stands out 
prominently in the daytime. The bank has two drive-in windows 








McAlester, Okla. An unusually distinctive facade 
was effected by the use of brick and shell stone 
in the modernized quarters of the First National 





Bank. The white stone area above the brick is Montgomery, Ala. The new quarters of the Luverne Bank & Trust Com 
recessed and the bank’s two large signs are made pany has a Thermopane glass front framed in marble, with a canopy 
of stainless steel overhanging the entrances. It also has a drive-in window 
30 
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Huntsville, Ala. A wide portico and deep-recessed window Dallas, Texas. Distinctively ultra-modern is the new building 
areas give the new quarters of the State National Bank of the South Oak Cliff State Bank, formerly the South Dallas 
architectural charm. The building is constructed of buff Bank & Trust Co. The structure has a full basement and was 
brick and blue stone, with wide windows and aluminum trim designed to allow for three additional floors when needed 
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New Philadelphia, Ohio. Many special problems were solved in Bogalusa, La. The contemporary styling of the new Boga- 
joining a 2-story with a 3-story building in the modernization lusa branch of the Washington Bank & Trust Company 
it program of The Citizens National Bank. The aluminum facing features narrow recessed windows and a full-length glass 
. was used to minimize the irregularity of the windows entrance. The entrance and window trim are aluminum 
n 
ed 
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Moses Lake, Wash. The front of the quarters of the Central Washing- Hamilton, Mont. The brick mass of the walls of the 
ton Bank is virtually all glass, with all but the entrances closed off new quarters of the Citizens State Bank is broken 
with colorful draperies. Note the distinctive display-type bank sign. by the glass-block panelling in a rounded corner 
This bank was opened for business less than a year ago, but by the and above the glass-canopied entrance. The bank 
end of 1955 had 2,135 accounts and more than $2 million in deposits plans to provide space for small civic meetings 
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POs A MOOS Ii OL 
Crossett, Ark. A pitched roof, a wide overhang, deeply recessed entrance, brick wall arrangements, full length glass entrance 
yy and windows and the white columns all combine to give the new building of the Bank of Crossett a “home like,” comfortable 


appearance. The building is completely fireproof; has a drive-in window on one side and a large parking area 
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Walkersville, Md. An entirely new front of 

distinctive Georgian colonial design resulted 

when the Walkersville Bank was completely 
remodeled recently both inside and out 


Providence, R. I. The planter’s boxes along two sides of the new Taunton 
Avenue office of the People’s Savings Bank conceal floodlights that 
illuminate the new quarters at night. A glass facade on two sides and 


a lighted canopy are features 








Marion, Ind. A castle-like appearance was given to the new Northwest 
Branch of the First National Bank by the use of large blocks of Indiana 
split face, variegated limestone, and smooth gray stone for window 


sills and coping. The canopies are aluminum 

















Wilmington, N. C. A distinctive bank sign and 
flag arrangement are features of the new Sunset 
Park branch of the Bank of Wilmington. The 
bank is in a pleasant wooded setting 














Cunneen Company 
Mercer, Penna. The front of the new quarters of the First 
National Bank of Mercer features a recessed walk-up window 
near the entrance. Note also the second-story planters boxes 








Provo, Utah. A deep-hued granite makes up the first floor 
facing of this new First Security Bank branch, while the 


upper floors are terra cotta 
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Cunneen Soman 

Martinsburg, W. Va. Glazed brick and red and green granite 

create a pleasing effect in the new building of The Old Na- 
tional Bank. Note the display area in the corner 








Portland, Ore. An unusual use of glass and design angles 
were made in the new Hollywood branch of the United States 
National Bank, which is built of red granite and terra cotta 
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Cayrital Funds over $126,000,000 
‘Wuuam N. Enstrom, Chairman of the Board 





*S Co 2 Each new day can present new problems 


Reminder to call in your man at the Irving! 


@ Faced with a tough assignment? He’s your man. Call 
on him as freely as you would a member of your own 
staff. In fact, he wants to be considered just that. 


Broadly experienced himself, he has at his finger tips 
the facilities of one of the world’s largest banking or- 
ganizations . . . a global network of correspondents... 
experts in every field of commercial banking. 


Once you ask his help, every assignment—no matter 
how complicated or routine—rates equal priority. Your 
man at the Irving is there to give you service—is just 
waiting for you to say the word. 


IRVING TRUST COMPANY 


One Wall Street, New York 15, N.Y. 


Domestic Banking Division, Noran Harrican, Senior Vice President in Charge 
MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 


Total Assets over $1,500,000,000 
Ricuarp H. West, President 





minutes... 


*An average, based on total transactions last year 


-..a seller makes a sale, a buyer makes a buy 


in the big high-speed Government bond market at the 
Continental Illinois 


Government bonds turn over like hotcakes here at the Continental Lllinois. 
When you phone us to sell, the chances are the sale will be made before 
you hang up. When you phone us to buy, we’ll probably have what you 
want “‘in stock’’ or close by. 

This is one of the largest primary markets for U. S. Governments in the 
world. It is used freely by our customers, our correspondents, and their 
customers. Why don’t you try us? Phone STate 2-9000, Chicago. 


CONTINENTAL ILLINOIS NATIONAL BANK 


.and Trust Company of Chicago 


Member Federal Deposit Insurance Corporation 
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Mr. Ward receives warm welcome from Cashier John Biesemeier at First National Bank of Mt. Pulaski 








Typifying the close, cordial relationship between the Citizens and correspondents 


SAGA OF ENTERPRISE AND SALESMANSHIP 
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Correspondent Banking 


Proot that a medium-sized bank through a service program 
can develop a profitable volume of correspondent accounts 


ne reference to correspondent 
banking usually brings to mind 
the large city bank in such money 
centers as New York, Chicago, or San 
Francisco. Our experience during the 
past two decades, however, suggests 
that there is a worthwhile opportun- 
ity for the $25-$50-million bank to de- 
velop a profitable volume of corre- 
spondent accounts, providing, of 
course, that no attempt is made to 
“keep up with our city cousins.” 
Offhand there would seem to be lit- 
tle connection between the soybean 
and correspondent banking. But in our 
particular case, it was the “soybean” 
that initiated the development of such 
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By 
L. G6. WARD 


Assistant Vice-President, The Citizens Na- 
tional Bank of Decatur, Decatur, Illinois 


a relationship between area bankers 
and The Citizens National Bank of 
Decatur. 

About twenty-five years ago a local 
starch manufacturer began to encour- 
age farmers to grow soybeans. It was 
his belief that if the midwest grain 
farmer could be induced to supplement 
his production through raising soy- 
beans, he would be realizing not only 
a greater income from his land, but 
also, through crop rotation, would be 


adopting better farming methods. At 
the same time the farmer would be 
supplying the starch manufacturer 
with a new product that would assist 
in developing and expanding his busi- 
ness. To foster this idea, in the begin- 
ning the manufacturer went so far as 
to guarantee both yield and price for 
the soybean. The program was highly 
successful, and as production increased 
in the Central Illinois area other proc- 
essing plants were opened in Decatur. 
From the bean these plants produced 
meal for cattle feeding, crude oil for 
paints and varnishes, refined oil for 
vegetable shortening, and many other 
products. Decatur became the “Soy- 
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bean Capital of the World.” More than 
a third of the soybean processing in 
the United States is still centered here, 
and beans, oil, and meal are quoted for 
market purposes as F.O.B. Decatur. 

As the processing of soybeans ex- 
panded, facilities for processing corn 
also enlarged; in time the processing 
of grains became “big business” in 
Decatur. Coincident with this growth, 
of course, came an ever increasing 
flow of drafts drawn by elevator 
operators against grain shipments. 

Officers of our bank began to see 
the possibilities of capitalizing on this 
situation. It did not seem practical to 
them that these drafts should be 
routed from Central Illinois towns to 
Chicago or St. Louis and thence to 
Decatur. For the benefit of the proc- 
essor who needed the bill of lading by 
the time the boxcar arrived, it seemed 
more practical to have them come 
direct to Decatur. This would elimi- 
nate the time lag occasioned by the 
circuitous routing. Not only would the 
processor be benefitted, but the coun- 
try bank as well, if we could remit 
direct. Such a two-fold service would 
be of real value. 

Convinced of the soundness of the 
idea, management selected a young 
officer who had been a small town 
banker, bought him a car, and told him 
to “go to it” in selling the plan to 
country banks. The rest of our story is 
a saga of the enterprise and salesman- 
ship of John H. Crocker, now president 
of the Citizens, but at that time an 
assistant cashier. 


OHN immediately began a concerted 
campaign. He ranged as far east 

as the Indiana line, north and west to 
the Illinois River, and south approxi- 
mately 100 miles. In 1937, the first 
year of his campaign, he called on 231 
banks, outlining this direct sending 
plan. In addition our records indicate 
he wrote 700 letters, contacted in- 
numerable elevator operators and 
grain brokers, and familiarized him- 
self with routings of grain drafts. He 
had his secretary keep a record of all 
grain drafts received by the bank, 
noting particularly how many came 
from each community in the area and 
through what channels they arrived. 
The response was gratifying. Soon 
many banks were forwarding their 
drafts direct to the Citizens. In 1940 
we cleared grain drafts totaling 
$5,868,000; by 1945 this figure was 
$24,736,000, and in 1951 it had reached 


$44,164,000. Using his own effective” 


type of “soft” salesmanship, Mr. 
Crocker mildly suggested that the 
items might be sent for “credit” as 
weil as for “remittance.” 

His experience as a country banker 
was invaluable. He talked the country 
banker’s language. Their problems be- 
‘ame his problems. He assisted in 
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On Illinois map, President John H. Crocker points out Citizens’ correspondent accounts 
to Haldon B. Ayars, president, Ayars State Bank, Mowequa 


Newest service: regional clearing for Central Illinois banks 


working out operating details, found 
personnel when it was needed, and 
even located “‘buyers” when a banker 
found it necessary to sell his stock. 
He was instrumental in assisting many 
groups in the creation of new banks. 
In those instances where currency ex- 
changes existed in bankless towns fol- 
lowing the depression, he created a 
relationship which resulted in his 
helping to organize banks to replace 
those exchanges. In the process, of 
course, he obtained their accounts. 

Groundwork for establishing new 
accounts was carried on throughout 
the year. In traveling through the 
territory John would at times obtain 
a promise that, when the grain move- 
ment started at harvest time, an ac- 
count would be opened. Returning to 
the bank one autumn Saturday morn- 
ing, after being out in the territory 
all week, he was greeted by his boss: 
“Only four new accounts this week, 
Crocker. What the devil were you 
doing on that other day?” 

Along with his successful efforts in 
developing correspondent accounts 
through draft collections and these 
other projects, he discovered that most 
small banks were not interested in 
making FHA Title I loans. They in- 
volved too much red tape. At that time 
the Citizens was in need of an addi- 
tional loan volume, so Crocker sug- 
gested they make these modernization 


loans and sell them to the Citizens. 

Our bank had set up a consumer 
credit department, so Crocker was able 
to supply assistance to those who were 
interested in following suit. 

He found that many banks weren’t 
interested in the making and carrying 
of commodity loans. In other instances 
he found they had more than they 
could handle. Through this media he 
acquired the loan volume the Citizens 
sought. 

From time to time a country banker 
is faced with the problem of advancing 
more than his legal limit to a valued 
customer. In many instances this ex- 
cess portion is relatively small, per- 
haps too small to suggest that a Chi- 
cago or St. Louis bank take it over. 
This was ideal for John, opening an- 
other avenue for a correspondent re- 
lationship. Our record of handling ex- 
cess loans is a voluminous affair, and 
we pride ourselves on the manner in 
which we have thus assisted our cor- 
respondents. 

Mr. Crocker’s efforts in behalf of 
the country banker, as a member of 
the American Bankers Association 
Agricultural Commission, have been 
given recognition. He has devoted 
much time and effort to advancing his 
belief that the Commodity Credit Cor- 
poration should avail itself of existing 
banking facilities, and that to use 
country banks properly in financing 
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Mr. Ward with George Rupp, board chairman at First National, Mt. Pulaski 


Direct sending of grain drafts was early correspondent “lever” 














Farm call with President Frank Mulberry, First National Bank, Auburn 


Another appeal: experience and participation in rural loans 


crops would have the effect of creating 
14,000 branch offices for the Corpora- 
tion. Furthermore, he has always 
argued that the bank’s return on com- 
modity loans should be comparable to 
the going rate on U.S. securities, plus 
a handling charge. He has been chair- 
man of the Commodity Loan Commit- 
tee, a unit of the Commission, since 
prior to the war. 

It was during the war that Mr. 
Crocker was instrumental in helping 
formulate a plan to assist the country 
banker in financing the bean crop at 
a time when it appeared the entire crop 
would be taken over by the Govern- 
ment. Involved was a borrowing in- 
strument unfamiliar to the country 
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banker, an _ interest-bearing sight 
draft. Portions of the crop not ame- 
nable to storage needed to be shipped 
at harvest time, yet there was no ex- 
isting manner to handle payment for 
such shipments and still allow the 
country banker to participate in the 
financing. Crocker made a hurried trip 
to Washington to confer with Com- 
modity Credit Corporation officials, 
pointing out this fact and suggesting 
the interest-bearing draft as a medium 
that would give the banker a “break.” 
As a result, in addition to the usual 
CCC note covering beans in storage, 
country banks acquired a_ sizeable 
volume of these drafts, many obtain- 
ing a total so large it was necessary 


to dispose of them. As a matter of fact 
Crocker took so many off their hands 
he found it» necessary to forward an 
excess to a city correspondent. 

An interesting sidelight on that 
“hurried” trip to Washington bears 
repeating, for it typifies Mr. Crocker 
in action. As a result of telephone calls 
between John, A. G. Brown, deputy 
manager of the American Bankers 
Association, and Harry Hausman, sec- 
retary of the Illinois Bankers Asso- 
ciation, it developed that a banker in- 
formed as to the soybean crop should 
meet with representatives of the Com- 
modity Credit Corporation. This was 
decided at 11:45 a.m. on Thursday, 
whereas this banker must be in Wash- 
ington by 9:30 a.m. on Friday. Brown 
and Hausman knew the man best in- 
formed on soybeans was John Crocker, 
so he was drafted to make the trip. 

Time being of the essence, and there 
being no direct connection between 
Decatur and Washington, Crocker 
quickly checked for available trains. 
The only one meeting specifications 
would pass through Effingham, Illinois 
(60 miles from Decatur) at about 1:30 
p.m. However it made no scheduled 
stop there. Crocker learned a stop for 
water was made west of Effingham, at 
the edge of town. He jumped into his 
car, making plans as he ignored all 
speed limits to catch that train. He 
sped into Effingham and stopped at a 
filling station. He asked the attendant 
to hop in. The attendant of course 
objected, but Crocker’s insistence pre- 
vailed. Speeding back, Crocker ex- 
plained his dilemma, and asked the man 
to keep his car in Effingham for him. 


HE train was at the water stop, 

doors closed. Waiters in a diner 
were viewing the Illinois countryside 
as Crocker hurried alongside the train. 
A door was finally opened and John 
boarded the train, equipped with no 
more than the clothes on his back. 
Encountering the conductor he learned 
there was no space available. He even 
had to admit he had no ticket. But 
matters were soon arranged. Crocker 
was allowed to stay aboard and keep 
his appointment in Washington. 

At the present time, as a member 
of the American Bankers Association 
Agricultural Commission, he is busily 
at work helping to devise a means 
whereby banks can participate in the 
financing of the Government’s Soil 
Bank. At the moment he is proposing 
that, for the acres to lie fallow, the 
Agriculture Department issue an in- 
terest bearing certificate to farmers 
—one that banks can hold to a ma- 
turity date, perhaps a maturity that 
coincides with that of the commodity 
note. The proposed certificate might 
or might not bear interest in the hands 

See CORRESPONDENT BANKING—Page 86 
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In its expanded program of financing 
U.S. exports, the bank is cultivating 
commercial bank cooperation 


The hemvigorated 
POR T-AMPORT 
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FEW days ago a business man 
A was visiting the Export-Import 
Bank of Washington. As he rose 

to leave he said: 

“T wonder if you know what you’ve 
got in this Bank? You provide a serv- 
ice that helps American exporters in- 
crease their overseas trade. You do not 
ask Congress for appropriations. You 
pay your expense out of earnings. You 
even make a profit which you turn over 
to the Treasury. That helps to balance 
the budget. Why, it’s almost out of this 
world.” 

Of course, this was common knowl- 





February 12, 1934. The Export-Import 
Bank was established to finance trade 
with Russia. 


March 9, 1934. The Second Export- 
Import Bank was established to assist 
Cuba in a budgetary crisis. 


July, 1934. The Second Export-Import 
Bank extended its scope to assist in 











By 
SAMUEL C. WAUGH 


President, 


Export-Import Bank of Washington, 
Washington 25, D.C. 


edge to those at Eximbank, but the 
situation never had been expressed so 
forcefully. Eximbank’s operation is 
unusual. 

For some unknown reason, the Bank 
has kept its light under the proverbial 
bushel, to its own detriment, many be- 
lieve. Steps are being taken to make 
its functions better known, and as a 


financing U. S. trade in any part of 
the world except Russia. 


June 30, 1936. The Second Export- 
Import Bank was liquidated and loans 
were transferred to the Export-Import 
Bank. 


January, 1939. Bank’s lending author- 
ity was limited to $100 million. 


Bank’s headquarters in Washington, the Lafayette Building 
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part of this special effort meetings are 
being held with commercial bankers 
throughout the country to explain 
Eximbank services and how they can 
be used to the adavntage of customers 
doing an export business. This pro- 
gram will be further described in a 
subsequent part of the article. 

As its name implies, the Bank was 
conceived to further the export-import 
business of the United States. It has 
$1 billion capital and an additional $4 
billion loaning authority, which, under 
statute from the Congress, it may 
draw from the Treasury. The Bank 








Highlights of the Export-Import Bank’s History 


March 2, 1940. Lending authority was 
increased to $200 million. 


September 26, 1940. Lending authority 
was increased to $700 million. 


July 31, 1945. Export-Import Bank Act 
of 1945 established Bank as an inde- 
pendent agency, increased its lending 
authority to $3% billion, and placed it 
under management of a bipartisan 
Board of Directors. 


June 9, 1947. The Export-Import Bank 
was incorporated as a federal corpor- 
ation. 





October 3, 1951. Bank’s lending au- 
thority was increased to $4% billion. 


August 5, 1953. Reorganization Plan 
No. 5 became effective, abolishing the 
Board of Directors and placing the 
Bank under a Managing Director. 


August 9, 1954. The Export-Import 
Bank Act was amended, abolishing 
Managing Director, reinstating  bi- 
partisan Board of Directors, and in- 
—— lending authority to $5 bil- 
ion. 
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speaking at Chicago “Fed” district 





loans in dollars and collects in dollars. 
It is a United States bank for financ- 
ing United States overseas trade. 

Since its inception 22 years ago, 

| Eximbank has always paid interest to 

the Treasury on money borrowed, and 
the present rate is now 2% per cent. 

c In addition, the Bank for several years 
has paid 214 per cent, or $22.5 million, 
in dividends on the original capital 
stock. Last year, the Bank paid the 
Treasury in interest and dividends 
slightly over $48 million. 

Since 1934 when it was founded the 
Export-Import Bank has authorized 
in excess of $7 billion in credits in 65 
countries. Not all of these credits have 
been used, but the Bank has disbursed 
over $5 billion and has received pay- 
ments of nearly 50 per cent, or 2.4 
billion re-paid as of December 31, 
1955. In addition, the Bank has undis- 
bursed authorizations of $800 million. 

The Bank has charged off losses to 
date of less than $500,000, or eight 
one-hundredths of one per cent of the 
more than $5 billion dispersed. It has 
retained from earnings, after the pay- 
ment of operating expenses, dividends, 
and interest, some $397 million which 
is also now being loaned and provides 
a substantial reserve. 





COVER PICTURE 
Press conference, typifying Exim- 
bank’s current program to make its 
functions better known. From left: a 
reporter; Mr. Waugh; Chief Exam- 
iner Raymond L. Jones; Director 
George A. Blowers 
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Mr. Waugh, former Nebraska bank president, 
meeting 


The Bank has five full-time direc- 
tors, all Presidential appointees: Lynn 
U. Stambaugh, first vice-president and 
vice - chairman; Hawthorne Arey; 
Vance Brand; George A. Blowers; and 
myself, as president and chairman. 
There is also an unpaid Advisory Com- 
mittee of nine members selected from 
throughout the United States, and 
representing a cross-section of indus- 
try, agriculture, labor and banking. 
Its members include: 

Roy C. Ingersoll (who serves as 
Chairman), President, Borg-Warner 
Corporation, Chicago, Illinois. 








Eximbank is holding series of meetings with commercial banks, to explain its services 


Edward M. Andel, President of 
Bankers Association for Foreign 
Trade and Vice-President, Bankers 
Trust Company, New York City. 

Wallace MacRae Davis, President 
and Chairman of the Hibernia Na- 
tional Bank, New Orleans, Louisiana. 

Charles S. Dewey, former Assistant 
Secretary of the Treasury and former 
Member of Congress, Washington, 
D.C. 

Allan B. Kline, former President, 
American Farm Bureau Federation, 
Western Springs, Illinois. 

See REINVIGORATED WORLD BANK Page—94 


Another phase of program to make the Bank better understood 
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Progress report on the use of automation 
on brokers’ and dealers’ loans 


Applying ELECTROMES 
(o Bank Loan Accounting 


S they are generally visualized, 
electronic digital computers are 
looked upon as being extremely 

technical pieces of equipment designed 
for engineers, scientists and others 
engaged in higher mathematical calcu- 
lations. 

The First National City Bank of 
New York, New York City, recently 
provided a reversal to this thinking. 
At a press conference in late March, 
the bank announced that it was the 
first bank in the world to apply a new 
type, desk model electronic computer 
to bank accounting procedures. The 


By 
HENRY J. BOONE 


Editor, Burroughs Clearing House 


bank said that since late January it 
had been using the machine on 
brokers’ and dealers’ loans at 55 Wall 
Street on a parallel run basis with its 
older system, but that on May 1 it 
would discontinue the old plan and 
rely exclusively on the new computer. 

Bank officers present at the press 
conference were Vice-President and 
Cashier George A. Guerdan and Vice- 


President Ernest W. Redeke, domestic 
banking division. They supervised the 
demonstration of the new machine and 
explained its part in the electronics 
program of operations being pioneered 
by the bank. 

As the first assignment for the new 
equipment, they stated that brokers’ 
and dealers’ loans were chosen because 
of the importance of the daily volume 
of business represented in this classi- 
fication and the fluctuating interest 
rates involved. These factors, they be- 
lieved, would provide a particularly 
suitable test for the machine on a 


Computer performs automatic operations and provides records illustrated by specimens below 
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The machine in action, with Miss Marilyn Mormando the operator 


Example of the practical use of smaller desk model computer 


practical loan operation. Beyond that, 
and of even greater significance, they 
said, is the fact that the machine will 
be applied to other loan categories as 
soon as routines can be established. 

Reporters were given a good look 
at the new equipment. It was described 
as a complete unit, equipped with a 
bookkeeping machine, that performs 
the automatic operations of a large- 
scale computer and adding machine. 
Its results are in standard figures and 
it produces standard records. 

From a physical standpoint, it con- 
tains the “desk,” which houses the 
magnetic memory and electronic arith- 
metic units, the bookkeeping machine 
and the pinboard-programming and 
operator control units. 


HE pinboard programming is an 

essential feature of the machine’s 
automatic operation. The program- 
ming is the means by which instruc- 
tions are issued to the machine. The 
arithmetic symbols used are add, sub- 
tract, multiply, divide, and the letters 
K for keyboard, R for read, P for 
print, ete. 

Positions of the pins in the pin- 
board, which resembles a cribbage 
board, serve as the step-by-step in- 
structions. Each horizontal line on the 
pinboard represents one instruction; 
each pinboard contains 16 of these 
horizontal lines. Thus when a job is 
programmed, the pinboards have the 
appearance shown in the illustration 
at the right. 

On brokers’ and dealers’ loans, for 
example, the machine is instructed to 
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add or subtract from the previous 
balance, calculate the interest to the 
date of the monthly or off-date billing 
period, and also to the end of the 
accrual date. All figures are entered 
in the machine’s accumulator and are 
stored in its memory drum. As the 





loan ledger card is posted, the machine 
prints a daily journal in duplicate 
showing all offsets. It accumulates 
totals of loan transactions by class, 
interest accrual charges, offset entries 
and other control totals. At the end 
of each day, it recaps and prints these 
totals on control ledger cards and pre- 
pares the departmental proof for the 
general ledger. 

It was noted that up to eight pin- 
boards may be placed simultaneously 
on the machine and that others may 
be prepared and stored for future use. 

Specimens of the forms used on the 
brokers’ and dealers’ loan program 
are shown in an accompanying illus- 
tration. These include the loan ledger 
card, daily activity journal, loan class 
control card, subsidiary ledger card 
and the subsidiary ledger control card. 
In addition to the above, the bank uses 
a collateral card for the listing of 
securities and the control of the 
brokers’ or dealers’ margin. 

Some idea of the speed of the oper- 
ation can be seen in the fact that the 
machine will total and prove the day’s 
transactions in 30 seconds, something 
that has been taking nearly an hour 
under the older method, when footings 
alone are considered. 

An even fuller use of the machine’s 
capabilities will be possible at a later 
date when input and output tape de- 
vices will be received. With the input 
tape device, source media can be in- 

See ELECTRONIC ACCOUNTING—PAGE 101 


Pinboard programming gives machine detailed instructions 


In loan department, Walter J. Hagelin (left) and Joseph V. Meyer 



































check pin positions and adjoining control panel 





Industry viewpoints on credit’s role 
during a period of lagging sales 
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ARM equipment financing has 
proved to be a profitable source of 
bank income. That is why these 
financial institutions, along with farm 
equipment manufacturers and other 
interested groups, are hoping for a 
halt in the downtrend of agricultural 
prosperity which has had an adverse 
effect on the sales of farm machinery. 

Meanwhile, it is worth noting what 
the equipment manufacturers them- 
selves are doing, through credit pro- 
grams as well as product developments, 
to counteract the present buying lag. 
Also, how they view current bank 
lending practices. 

The stake is a big one, for since 
1940 farm mechanization has shown 
tremendous growth. In that period, the 
total value of tractors and machinery 
on farms has risen from $1,859,000,000 
to over $13,000,000,000. 

In the years ahead, authorities look 
for a continuation of this mechaniza- 


Bankers lending on farm equipment will need to become familiar with many new products that furt 


Unusual Minneapolis-Moline tractor design facilitates attachments 
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By 
LESTER MASON 
Editorial Staff, Burroughs Clearing House 


tion trend. They see economic forces 
combining to bring about fewer, 
larger, more specialized and better- 
equipped farms, manned by fewer 
workers. 

For the moment, however, the com- 
parative drop in income has caused the 
farmer to restrict his purchases of 
equipment, and the manufacturers are 
operating at sharply reduced levels. 

Credit is one of the sales tools that 
is being given sharp scrutiny in the 
face of the buying lull. For instance, 
International Harvester Company has 
announced liberalized credit terms 
on farm equipment through its financ- 
ing subsidiary, including only a 20 per 
cent down payment on monthly pay- 
ment contracts and up to 36 months to 
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pay off the balance. On other than 
equal monthly payments a down pay- 
ment of 30 per cent to 35 per cent is 
required with the balance payable over 
three crop years. Dearborn Motors 
Credit Corporation, which largely han- 
dles paper for Ford implement dealers, 
offers terms up to 34 months or pay- 
ments spread over three crops. Other 
manufacturers, which have been hold- 
ing to a minimum of 25 per cent down 
and 30 months on retail paper, have 
indicated that they may go beyond 
these limits if sales continue to lag. 
International Harvester Credit Cor- 
poration last year accepted farm equip- 
ment retail notes from its dealers equal 
to approximately 3 per cent of IH’s 
farm equipment sales. This paper was 
accepted on a non-recourse basis. Their 
present plan provides for withholding 
3 per cent of the note and crediting it 
to a reserve account which is built up 
and maintained at a 5 per cent level. 


High-powered Oliver diesel and industry’s first six-bottom plow 
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A Practical Plan for 
Local Bank Financing of 
Installment Sales 
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To boost sales, the industry eyes use of liberalized credit through own financing plans 


Losses are charged to this reserve ac- 
count. The dealer also agrees to re- 
condition and resell any merchandise 
which is repossessed. 

IHCC operates like any commercial 
finance company; it borrows from 
banks, sells commercial paper, etc., to 
obtain funds to finance truck and farm 
equipment time sales. The company 
adds that it expects the current farm 
situation to force its share of retail 
paper to swing upward in the future. 
Other manufacturers anticipate that 
their plans will also come into greater 
prominence. 

This explains their interest ina new 
development at Deere and Company. 
On March 1, the concern revamped its 
sales agreements and advised its deal- 
ers that they would receive a 23 per 
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International Harvester’s new windrower has variable speed drive 


cent discount on all farm equipment 
sales. Previously, Deere provided bo- 
nuses to dealers for purchases which 
did not require financing through the 
company’s plan, but by eliminating 
this it has indicated a willingness to 
finance all of its dealers’ retail paper. 

Competitors still offer from 2 per 
cent to 8 per cent bonuses on sales 
financed by outside agencies, on the 
basis that they prefer to keep their 
capital at work in production and sales 
channels. They now are handling only 
from 2 per cent to 10 per cent of their 
dealers’ retail paper, and still assert 
that they would rather have outside 
sources handle all of it, as well as the 
wholesale paper covering dealer inven- 
tories. A big share of the latter is car- 
ried by the manufacturers, but they 








point out that some banks have also 
entered the floor planning field, re- 
lieving them of this phase as well. 
Nevertheless, the producing companies 
do believe that the trend of the times 
necessitates company plans, otherwise 
dealers would lose sales when local 
credit lines have been exhausted or fail 
to function satisfactorily. 

Ford is the only full-line farm equip- 
ment manufacturer without a company 
plan to which dealers can revert. This 
is because of Ford’s indirect relation- 
ship with its dealers; the company 
markets Ford products through 32 dis- 
tributing agencies who channel the 
equipment to dealers. Ford, however, 
has a close relationship with Dearborn 
Motors Credit Corporation, surviving 
arm of Dearborn Motors which sold 


echanize agricultural tasks. Here are a few of the newsworthy developments recently introduced 








Case tractor has 12 forward speeds 















most of its assets to Ford. The credit 
corporation has handled credit for 
most of the Ford dealers, although it 
is completely independent of the com- 
pany. DMCC also takes retail paper of 
J. I. Case and Deere dealers, among 
others. 

There are variations in the numer- 
ous plans offered by the farm equip- 
ment manufacturers, but most com- 
pany plans are similar in design. 
Under such plans the dealer finances 
his sales on a nonrecouse basis and the 
company secures title-retaining condi- 
tional sales contracts or chattel mort- 
gages on the machines or implements 
purchased. Rates are generally on a 5 
per cent discount basis, or equivalent 
to 9.23 per cent simple interest an- 
nually. Some company rates are above 
and others below this average. 

For the most part, payments may be 
spread over a period of 30 months, or 
three crop years, when-.the purchase 
price of machines or implements ex- 
ceeds $2,000. The repayment period on 
sales under $2,000 is generally limited 
to 24 months. 

In most cases, the maximum 
amounts which may be financed are: 
75 per cent of the suggested list price 
on monthly payment contracts; 70 per 
cent of the suggested list price on 
seasonal payment contracts which pro- 
vide for five or more instalments, and 
under which not less than one-third of 
the original deferred balance is pay- 
able each year; and 65 per cent of the 
suggested list price on annual payment 
contracts, where one-third of the de- 
ferred balance is payable each year. 

On pre-season purchases, carrying 
charges may be waived for the period 
between the date of purchase and the 
first of the month in which the ma- 
chine or implement would normally be 
used. 

The company financing plans are 
very flexible, in fact, permitting the 
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Outlines various credit plans 


dealer a great variety of leeway in his 
application of credit. Allis-Chalmers, 
for instance has 36 regions using its 
basic merchandising program. Even 
though dealer practices fall within the 
framework of the master contract, 
variations in each region make the 
original plan seem like 36 different 
agreements. 

Dealers are also financing sales of 
used machinery through the various 
company plans, but in most cases the 
purchaser pays a higher interest rate 
and has a shorter term in which to 
pay off the loan. 

One large manufacturer recently re- 
vised its contracts to erase this dif- 
ferential. It now charges 5 per cent 
on financing of both new and used 
equipment, whereas it formerly 
charged 6 per cent on the latter paper. 

In every instance, the manufactur- 
ers suggest that cash paid at the time 
of delivery should be as large as the 
purchaser is in a position to make and 





should be large enough to give him a 
reasonable investment in the goods 
purchased, whether new or old. Thus, 
equity, as in most instalment pur- 
chases, provides the key to successful 
farm equipment financing. 

While there has been some recent 
trend toward greater reliance on 
manufacturers’ loan plans, the fact is 
that the postwar period has generally 
seen a turnabout which has made com- 
mercial banks the largest single source 
of credit for farm machinery finan- 
cing. Some reasons for this are cited in 
a new manual on “Farm Equipment 
Financing By Banks,” published by 
the American Bankers Association. 

“The nature of farm equipment pa- 
per makes it readily adaptable to pur- 
chase on the instalment plan. It is an 
income-producing asset, and usually 
can pay for itself as it is being used. 
It is relatively standard in character, 
is repossessible, and resalable,” states 
the manual, which is based on a joint 
study by the A.B.A.’s_ Instalment 
Credit and Agricultural Commissions. 

The manual is intended to give the 
many banks already extending this 
type of credit some helpful ideas. It 
discusses retail financing to the farm- 
er, inventory financing for the dealer, 
and includes sample forms used by 
banks in farm equipment financing. 

Farm equipment manufacturers are 
quick to point out that banks already 
engaged in farm equipment financing 
are doing a tremendous job, especially 
financial institutions that have added 
agricultural departments in recent 
years. 

In our company-by-company survey, 
we found management citing banks in 
general—and individual institutions in 
particular—for outstanding coopera- 
tion with their dealers. Those re- 
ceiving specific praise ranged all the 
way from a country bank in Green- 

See FARM EQUIPMENT FINANCING—Page 102 


Other product weapons in the drive to rekindle farmer interest in equipment purchases 


Aassey-Harris tractor features application of “hydramic power” 








Allis-Chalmers has added Gleaner combine to its harvester line 



































On the bank’s repossession of a four-wheeled antique, 


Director Clutehbill works out a deal for... 


Liquidating 


AUTOMOBILE 
COLLATERAL 


By 
FRED COPELAND 


Illustrated by Chas. Herzog III 


HE antique high-posted car, in 

strange contrast to the present- 

day low-hung alligator models, 
seemed to wear a perpetual smile and 
put on the quiet restful charm of a 
Social Security pensioner after a life- 
time struggle. 

The delegation of the Ferndale Na- 
tional Bank’s motor-car liquidation 
committee walked completely around 
it as it sat discreetly hidden at the 
rear of the bank, it having been turned 
in by Oliver Bero since he could no 
longer pay the loan installments on it. 

“What year is it?” asked director 
McTavish with a Scot’s business di- 
rectness. 

“Oliver thinks she’s a 1928,” said 
Director Clutchbill regretfully. “I 
rather fancy the color. Oliver said it 
is a ‘Tahoe Blue.’ ” 

Mr. McTavish unfolded his horn- 
rims and examined over his bristling 
mustache one of the patches of color 
where the under-coating of black did 
not look timidly through. 

“Should think we could get $25,” 
he breathed after wiping his glasses 
and bending over again as if to catch 
the car by surprise. 

“We’ve got to get $500,” warned 
Mr. Clutchbill grimly. 
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“P’ve got a litile hard cider ... that might loosen her” 


Mr. McTavish stopped in mid-stride 
and looked at the old director with an 
expanding eyebrow and eye. 

“It runs?” he asked wonderingly. 

“It brought Spearhawk and me 
down from Oliver’s place this morn- 
ing.” Mr. Clutchbill strained his eyes 
in the direction of the East Hill road. 
“Hm’f, it’s gone now, but a minute 
ago you could still see hanging over the 
road the smoke screen thick as after 
the Battle of the Little Big Horn. She’s 
got a truly phenomenal appetite for 
motor oil.” 

“She’s got two horns,” put in Mr. 
Spearhawk, the remaining member of 
the liquidation committee. “We could 
sell one off unless you think it might 
be needed on the hind end for a fog 
horn, what with her smoke screen.” 

“What make is she?” scowled Mr. 
McTavish hunting round the peeling 
radiator head, the nameless hub caps 
and the anonymous hind end where 
amateur lettering on the right-hand 
side said, “Pass on this side and meet 
St. Peter.” 

“Oliver said he sometimes thought 
it was a custom-built car,” sighed Mr. 
Clutchbill. “And at other times he 
thought it two or three cars knitted 
together.” 


“Anyhow,” grunted Mr. McTavish 
untangling his head from the hand- 
mottled steering wheel, “she’s got an 
honest old shift lever in the middle of 
the floor instead of a chicken-wing 
shift under the steering wheel, and a 
trip meter ... you can’t get them 
except on $5,000 cars now. But the 
mileage meter says only 118 miles.” 

“Yeah,” nodded Mr. Spearhawk, 
“she’s probably been round 100,000 
twice, and just starting out on a life- 
after-death round again.” 

“We might take her out into the 
daily chariot race and see how she 
percolates. We might show her off a 
little,” suggested Mr. McTavish doubt- 
fully. 

“Wait a minute, fellers,”’ admon- 
ished Mr. Clutchbill, “this mustn’t be 
a joy ride. We’ve got to head straight 
for a customer while she’s still breath- 
ing. I’m going into the bank and tele- 
phone Newall Byam who operates an 
antique shop over near the summer 
colony in South Ferndale. He might 
alert a few rare customers who could 
be there to meet us.” 

A few moments later the old director 
was shouting into a telephone. 

“That you, Newall? It’s Clutchbill 

See LIQUIDATING THE COLLATERAL—Page 104 
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Years before 1871, George La Monte dreamed of a safer bank check than 
then existed. He envisioned checks so safe from alteration that the con- 
venient, efficient transfer of money by check could grow from the limited 


acceptance of that day to universal use. In 1871, after many experi- 





ments, his patents were granted and he produced the first practical prod- 
uct of its kind... Safety Paper. George La Monte’s dream was then on 
its way to becoming the solid reality it now is. Today, after 85 years, 
our vastly expanded checking system has brought untold benefits to the 


country’s economy far exceeding his initial expectations, 
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WASHINGTON VIEWPOINT 





Reserve Board Plans 
Farm Loan Survey 


With the cooperation of the Federal 
Deposit Insurance Corp. and _ the 
American Bankers Association, the 
Federal Reserve Board has laid plans 
for a new agricultural loan survey to 
fill a long-felt need. The Board says 
one of the objectives is to assemble 
data with which to evaluate reports 
from various sources that are critical 
of the adequacy with which commer- 
cial banks are meeting farm credit 
needs. 

The proposed schedule for the sur- 
vey, in addition to quantitative data 
on farm loans, will provide informa- 
tion on size and type of farms in- 
volved, the tenure, age, net worth, and 
full or part-time operation of the 
borrower. It will also provide informa- 
tion as to the original amount of loans, 
outstanding balances, interest rate, 
whether short, intermediate or long 
term, method of repayment, renewals, 
type of security, purpose, and whether 
the loan is on a participating basis 
with another bank. 

Observing that banks provide about 
half the non-real-estate farm loans 
that are made, and about 15 percent 
of the farm real estate loans, Reserve 
Board Governor Charles N. Shepard- 
son, who announced the survey plan, 
said that the facts developed will per- 
mit an intelligent analysis. A number 
of organizations can use it “‘as a basis 
of assaying the role of bank credit to 
agriculture in a period of diminishing 
farm income and expanding farm 
debt.”” Both Congress and the Depart- 
ment of Agriculture recognize the 
need for facts to help evaluate the 
role of bank credit in relieving the 
present farm problem. 

The survey can turn up good news 
or bad — or both. On one hand, it will 
proclaim credit activities where banks 
are doing their job in an outstanding 
manner, and on the other it ought to 
show up where there are any weak- 


nesses and help point the way to their | 


correction. 
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Federal Supervision 

Seen for Pension Funds 
Banks as trustees for pension and 

welfare funds are likely to feel the 

not-so-gentle hand of Federal super- 

vision in the near future. Up until 
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By JOHN DONOGHUE 


Washington Correspondent 


very recently, the management of trust 
funds for future payment of pension 
and welfare benefits has been regarded 
as a strictly private matter between 
the contributors and beneficiaries of 
the benefit funds. But a movement is 
afoot to require the trustees of these 
funds to make full and complete dis- 
closures of the status of the accounts 
to a Federal examining agency, so that 
the examining agency may determine 
according to its own lights whether 
the fund is actuarially sound. 

The Senate Labor and Public Wel- 
fare Committee is at work to impose 
Federal supervision upon the manage- 
ment of the pension and welfare funds. 
Banks and trust companies who ad- 
minister the funds are custodians of 
the records which the pension fund 
examiners will seek to scrutinize, al- 
though it is a matter of record that 
the Senate Committee does not propose 
to make the bank or trust company 
accountable for the actuarial sound- 








ness of the funds being administered. 

The Committee reaped a spread of 
headlines through its exposure of the 
mishandling of these tax-exempt 
funds. One case of a union welfare 
fund, set up with individuals as trus- 
tees, came under scrutiny and it was 
developed that the union’s top officials 
owned the insurance company, mingled 
insurance and union funds, and let the 
conglomerate whole pick up the tab 
for vacations in Bermuda, South 
America, and points elsewhere. The 
committee report made clear its opin- 
ion that in such cases there is grave 
doubt of the actuarial soundness of 
the insurance operations. 

The fact that a welfare and pension 
program qualifies for Federal income 
tax exemption is by no means a war- 
ranty of its soundness, the Committee 
declared. Accounting procedures, or 
the lack of the same, also came under 
sharp criticism. Accordingly, Senator 
Paul H. Douglas and his Committee 
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colleagues believe that a form of ex- 
amination of the welfare fund opera- 
tions is necessary to protect the rights 
of the beneficiaries and the public in 
general. 

The committee report discloses that 
an unidentified banker made the com- 
ment that a bank’s position as trustee 
does provide some degree of super- 
vision through the customary pro- 
cedures of bank examination. How- 
ever, it was pointed out that the ex- 
aminer in a bank or trust company 
is interested in the liability that might 
be created for the bank if it were not 
operating the trust in accordance with 


the trust agreement, and not in the 
adequacy of the funding arrangements 
or the dissipation of the funds before 
they reach the bank’s custody. 

The American Bankers Association’s 
attitude corresponds with that ex- 
pressed by an informally assembled 
group of bankers who met in New 
York City with the Senate Commit- 
tee’s representatives. They pointed out 
that each pension and welfare plan 
belongs to its owners, and where a 
bank is the trustee, it is not its func- 
tion to approve or disapprove legisla- 
tion regarding government inspection 
of the operation of the plan. 
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As an _ individual, one _ bankin: 
spokesman said, “From the viewpoin: 
of the trustee, I think we would b 
for some such disclosure, because j 
would place the plan in the area wher 
it would not be subject to the criticism 
that has developed in the past coup): 
of years against some of these in 
dustry-wide plans, and occasional]. 
against some of the single-employe 
plans. As far as the corporate trustee 
are concerned, probably we would en 
joy a little proper publicity.” 

Just how the examination of a wei- 
fare and pension fund would be con- 
ducted is left open for developmen: 
as the idea takes hold. It appears to 
be the Committee’s notion that it cay 
be done by filing a report of condition, 
from which the supervising agency 
could form its judgment as to whethe: 
the plan was being properly funded 
and administered. 

Whether the supervision should be 
through a Federal or State agency 
remained an open question, and would 
probably have to be adjusted to the 
present state of examination respon- 


| sibilities, such as between trust de- 


' partments of national banks and State- 


| chartered trust companies. 


On this 
point, one banker representing a large 
institution with a nation-wide trust 
business, said, ““We would rather file 


one report than 48.” 
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Bankers Hit Co-ops’ 
“Free Capital” 


Legislation to merge the production 
credit corporations into the Federal 
Intermediate Credit Banks appears to 
be a useful idea in the minds of bank- 
ing observers, but the bill currently 
before Congress upon close examina- 
tion by the A.B.A. turned out to be an 
old character wearing a new suit. 

In addition to bringing about the 
merger, the bill then proceeds to spell 
out the terms of retirement of the 
Government’s investment in the capital 
of these institutions. In the view of 
R. N. Downie, president of the Fidelity 
State Bank, Garden City, Kansas, the 
bill approaches the matter in reverse— 
instead of first paying off the obliga- 
tion to the Government, the newly 
merged institutions would first take 
care of their own capital and reserve 
impairments, bring surplus up to par, 
and if anything is left, use it for cap- 
ital retirement. 

Another point that rankled the 
A.B.A. spokesman was the retention 
of the $63.5 million surplus which the 
combined institution would possess— 
a sum which was earned through in- 
vestment of interest-free Government 
capital. This, he declared, “rightfully 
belongs to the Government.” 

There is a precedent for Treasury 
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Here romantic tradition meets the practical present. 
Today’s pioneers, fit companions to colonial Ameri- 
can, French and Spanish settlers, stride toward a new 
future. They drill beneath the sea for oil, dam rivers 
for vital power. They try new crops...improve old 
...conserve forests. New industries transform towns 
and harbors into internationally known cities and 
ports. They cherish their heritage in gay, colorful 
festivals...in regional foods...their way of life. 
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Families...homes...financial institutions..,all con- 
tribute their share to this inspiring upsurge of imag- 
ination and faith in the future. Here, asin all America, 
both instalment credit institutions and their custom- 
ers benefit from Old Republic’s complete line of credit 
life, accident and sickness insurance. A phone call, 
wire or letter will bring the man from Old Republic 
with details. 4ddress Old Republic Life Insurance 
Company, 307 North Michigan Avenue, Chicago 1, Ill. 
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seizure of this surplus. Back in the 
late 40’s, the eagle-eyed Bureau of the 
Budget found that the Federal Farm 
Mortgage Corporation, then about to 
be put in liquidation, had amassed a 
tidy surplus of $68 million. The Farm 
Credit Administration proposed a 
method of using this surplus to bolster 
the capital of the Farm Credit System, 
but the then Undersecretary of the 
Treasury, A. L. M. Wiggins, laid claim 
to it as properly belonging in the U. S. 
Treasury. His claim held good; when 
President Truman’s budget was pre- 


sented the following January, it was 
found that the President had ordered 
the money paid back. 

Mr. Downie also thought poorly of 
a proposal in the bill to make use of 
surplus funds to defray the expenses 
incurred by the Intermediate Credit 
Banks in examining local production 
credit associations. “We fail to see why 
the PCA’s should not pay for their 
supervisory services as do other finan- 
cial institutions,” he told the House 
Agriculture Committee. He noted a 
statement by the Comptroller General, 
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following the 1954 audit of the Farm 
Credit Administration, that the pro- 
duction credit system sponsored in its 
infancy and adolescence by the Feder: 
Government, “has now become firm] 
established and should become more 
nearly self-supporting.” 


Title I Loan Rates 
May Be Lowered 


Norman P. Mason, commissioner cof 
the Federal Housing Administration, 
has conceded in Congressional testi- 
mony that it would be appropriate to 
lower the discount rate on Title I home 
improvement loans if Congress takes 
action to lengthen the maturities and 
enlarge the maximum loan amounts. 

As recommended by the Eisen- 
hower Administration, Congress ap- 
pears likely to run the maturities out 
from 36 to 60 months, and boost the 
maximum principal from $2,500 to 
$3,500. Rep. Albert Rains, Alabama 
Democrat, asked Mr. Mason _ point- 
blank whether a loan of these maxi- 
mum terms might not deserve a some- 
what lower discount rate than the $5 
per $100 now set as the ceiling. Mr. 
Mason agreed that some reduction 
might well apply to the longer and 
larger loans, but not the shorter ones. 

The effect of pushing down the Title 
I discount rate, Mr. Mason said, would 
be to drive lending institutions out of 
the program. He said that most of the 
lenders operating outside the program, 
according to a recent survey, are now 
charging discount rates of $6 to $8 
per $100, and he added: 

“In this regard, we are convinced 
that the FHA rate has been a stabi- 
lizing factor and has tended to keep 
the non-FHA rates from being even 
higher.” 

Mr. Mason defended the $5 discount 
charge as being reasonable for the 
credit service provided. He cited aver- 
age figures for a typical loan of $450 
for 36 months, on which the lender 
receives a finance charge of $67.41. 
Out of this must come the insurance 
charge of $8.77, leaving $58.64 to 
cover acquisition and servicing costs. 
An average acquisition cost is about 
$16, and lenders report that it costs 
about 35 cents a month to collect and 
record the borrower’s payments. This 
draws the net return to the lender 
down to about $30.04, equal to a net 
return of approximately 4.06 percent 
on the outstanding balances of the 
lender’s initial outlay. 

The lender has also to figure agains? 
this the fact that he is exposed to 10 
percent co-insurance loss. Moreover. 
Title I lenders who are not banks of 
deposit may have to pay as much as 5 
to 4 percent for money they lend. 
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From left: J. W. KEELAND, W. A. KIRKLAND, J. A. ELKINS, Jr., J. A. ELKINS, Sr., P. P. BUTLER, S. M. GREER 


Top tier of management at newly formed First City National Bank, Houston’s largest 


An outstanding event in Southwest 
banking history took place April 2, 
when a new institution—largest in 
Houston and third largest in the South 
—opened for business. 

It was the new First City National 
Bank of Houston, formed by consoli- 
dation of the First National and City 
National banks. This was the greatest 
merger in the history of the South, and 
brought together total assets in excess 
of $650,000,000. 

The officer staff of the combined in- 
stitution includes some of the best 
known banking personalities in the 
Southwest. 

In the top tier of management are 
the following: James A. Elkins, Sr., 
senior chairman of the board; W. A. 
Kirkland, chairman of the board; and 
James A. Elkins, Jr., president. 


Mr. Elkins, Sr., was board chairman 
of City National, while Mr. Kirkland 
was president of the First National, 
and Mr. Elkins, Jr., was president of 
City National. 

There are three vice-chairmen of 
the board: P. P. Butler, S. Marcus 
Greer and J. W. Keeland. Mr. Butler 
was board chairman of the First Na- 
tional, Mr. Keeland and Mr. Greer 
were vice-chairmen at City National. 

F, M. Law, consultation chairman of 
the First National, has been elected to 
the same position. 

Other officers elected to top execu- 
tive posts in the new bank include 
M. D. Jenkins of the First National 
Bank and W. C. Menasco of the City 
National Bank, executive vice-presi- 
dents. A. E. Cleere, T. W. Gregory, 
Jr., and Henry Oliver, formerly of the 


Six senior vice-presidents at $650,000,000 Houston bank 


Seated: F. C. GUTHRIE, A. E. CLEERE and T. W. GREGORY, Jr. 
Standing: H. OLIVER, G. L. NYE and D. MAHOOD 
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First National Bank, and Frank C, 
Guthrie, David Mahood and George L. 





M. D. JENKINS 


W. C. MENASCO 


Named executive vice-presidents 


Nye, formerly of City National, were 
elected senior vice-presidents. 

Vice-presidents are: Theo. Ahren- 
beck, Jr., John L. Andrew, George C. 
Barnett, W. D. Black, Jr., Roland C. 
Cardner, Charles Celaya, William A. 
Daniel, H. R. Eldridge, Grover Ellis, Jr. 

Also D. J. Evans, John M. Golibart, 
Paul T. Good, John M. Griffith, A. G. 
Gueymard, Jas. A. Haralson, David T. 
Hedges, W. Greer Hubbard, Albert E. 
Joekel, W. J. Keitt. 

Also James D. Lea, Louis Letzerich, 
Richard J. Lewis, Jr., Jack Patterson, 
W. W. Pierce, E. M. Reed, H. L. 
Sadler, W. N. Sick, Carl C. Thrift, 
E. F. Williams. Mr. Patterson is 
cashier, in addition. 

The trust department is headed by 
Fred P. Hamill and Carroll D. Sim- 
mons, both vice-presidents and senior 
trust officers. Other officers in the 
department are L. H. Thomas, vice- 
president and trust officer; H. B. 
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Black, assistant vice-president and 
trust officer; J. C. Faris, David D. 
Peden and George F. Neff, trust offi- 
cers, and Mrs. Sarita Flynn, Robert 
W. Malone and Jon Thorwaldson, 
assistant trust officers. 

J. W. Emmons is comptroller, Britt 
O. Bruner is auditor, and Robert J. 
Runnels is assistant auditor. 

Assistant vice-presidents are Leon 
Bondurant, W. E. Bridgforth, W. R. 
Byers, Pete W. Cawthon, Jr., J. K. 
Deason, J. Leeland Everitt, Jack B. 
Good, Mrs. Jackie Greer, R. T. H. 
Harder, Bill Henry, Weldon G. Hum- 
bie, Miss Iweta Miller, Jerry J. Nolan. 

Also M. B. Patterson, A. Repsdorph, 





Fred L. Saterbak, John A. B. Simp- 

son, C. C. Spencer, C. F. Tuttle. 
Assistant cashiers are J. H. Brown, 

H. H. Burghard, S. B. Davies, W. C. 


W. Hobbs, H. W. Jackson, J. W. 
Johanson, F. H. Matthews, W. A. 
Miller, Ed B. Lierman, Jr., L. Mc- 


Gowan, R. G. Sneed, Jr., and W. E. 
Sprague. 

The bank’s expanded oil and gas de- 
partment, largest in Houston and one 
of the largest in the southwest, will 
be headed by Senior Vice-President 
George L. Nye, assisted by E. M. Reed 
and A. G, Gueymard, vice-presidents, 
and W. E. Bridgforth and Pete W. 
Cawthon, Jr., assistant vice-presidents. 
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Vice-President Charles Celaya, who 
has headed the foreign trade depart- 
ment at the First National Bank, will 
continue in that capacity at the First 
City National. 

The new institution has a total of 
55 directors and advisory directors. It 
is located in the skyscraper quarters 
of the City National, renamed the First 
City National Bank Building, at the 
Main and McKinney intersection. 


e 


One of banking’s high honors has 
come to James D. Robinson, Jr., board 
chairman of the First National Bank 
of Atlanta (Georgia). He was recently 
named president of the Association of 
Reserve City Bankers, at the close of 
a three-day annual meeting in Boca 
Raton, Florida, attended by some 350 


JAMES D. ROBINSON, Jr. 


President, Reserve City group 


representatives of 194 major banks 
in America’s 50 largest cities. Wallace 
M. Davis, president of the Hibernia 
National Bank of New Orleans, 
elected vice-president. 

It marked the second time in the 
association’s 44-year history that the 
presidency went to an Atlantan. The 
late Robert M. Strickland, president 
of the Trust Company of Georgia, 
headed the group in 1937. 

Mr. Robinson is the son and grand- 
son of two of Atlanta’s most prominent 
bankers. A grandfather, Captain James 
W. English, was the founder of the 
Fourth National Bank which was later 
merged with another institution to 
form the First National Bank ot 
Atlanta. His father served successive!) 
as president and board chairman of the 
First National before his death in 1945. 

Named directors of the Reserve 


Was 


City association for three year terms 
were: Marcus E. Conrad, vice-pres'- 
dent, Chase-Manhattan Bank, New 


York City; Allen Morgan, executive 
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vice-president, First National Bank of 
Memphis; Arnulf Ueland, president, 
Midland National Bank, Minneapolis; 
and John F. Watlington, Jr., president, 
Wachovia Bank and Trust Co., Win- 
ston-Salem. 


* 


Miami's newest bank, The Boulevard 
National, with a _ $1,000,000 capital 
structure, opened last month in tem- 
porary quarters pending erection of an 
eight story building which the bank 
will occupy in part. Heading the Flor- 
ida institution as president is Charles 
H. Alcock, formerly executive vice- 
president of the Miami Beach First 
National Bank. Board chairman is 
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The men at City National 
look forward each year to the 
It gives us an 
opportunity to renew old ac— 
quaintances and make new ones. 
It will be a pleasure to do so 





William O’Neil, president and chair- 
man of the General Tire and Rubber 
Company, Akron, Ohio. 

The bank’s vice-president and cashier 
is Howard Kane, formerly vice-presi- 
dent of the Mercantile National Bank 
of Miami Beach. H. A. Spyker, Jr., is 
assistant cashier. 

Included among the directors is Ed- 
ward S. Patterson, board chairman of 
the First National Bank, Akron, Ohio. 
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On May 1, Alfred H. Lawson retired 
as vice-chairman of the board at The 
Riggs National Bank of Washington, 
D.C. However, he will remain a direc- 
tor and member of the executive and 
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trust investment committees. 

Prior to its consolidation with Rigg 
in 1954, Mr. Lawson was president o; 
the Washington Loan and Trust Com- 
pany. 


A former commercial banker, John 
F. Austin, Jr., president of T. J. Bette 
Company, Houston, Texas, has beer 
nominated for the presidency of the 
Mortgage Bankers’ Association o/ 
America. John C. Hall, president o/ 
Cobbs, Allen & Hall Mortgage Com- 
pany, Inc., Birmingham, Alabama, has 


been nominated association vice- 
president for the coming term. 
Mr. Austin, 


who will succeed 
Lindell Peterson 
of Chicago at the 
annual M.B.A. 
convention next 
fall, was a vice- 
president of the 
South Texas Na- 
tional Bank in 
Houston prior to 
joining the Bet- 
tes Company. He 
is president of 
Mortgage Bankers As- 
sociation, and a _ former president 
of the Houston Mortgage Bankers 
Association, 


J. F. AUSTIN, Jr. 


the Texas 


od 


Gordon H. Robertson, well-known 
Southern banker with more than 30 years 


| of banking administration experience, has 





| been executive 
vice-president. 
Mr. Robertson 
joined the Mer- 
cantile National 
after serving as 


been named pres- 
ident of the Mer- 


cantile National 
Bank of Miami 
Beach, Florida. 


Previously he had 








president of the 
Bank of Holly- 
wood (Florida), and at one time he was 
executive vice-president of the First Na- 
tional Bank of Miami. 

In earlier years Mr. Robertson served 


G. H. ROBERTSON 


| in administrative capacities with banks in 





Cleveland and Canton, Ohio. 
+ 


The community of McMinnville, 
Oregon, will have a full-size swimming 
pool with all the trimmings, thanks to 
the generosity of two local bankers, 
after such a facility appeared out of 
reach due to construction bids being 
considerably in excess of a $175,000 
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® All America looks to the farmer. 

Through him the rich resources of our land 
help all of us. 

Just think of how IH power equipment 
helps the farmer become a better business- 
man. Because of it, his fields provide more and 
better crops, more efficiently. His production 
costs come down. His profit goes up. 

When you see IH power equipment like 
these combines, you know that here is a pro- 
gressive farmer. The paper on such Harvester 
machines has a look of solidity in the eyes of 
many banks. 

Like Harvester, you can be proud of the IH 
Dealer in your area: as friend, fellow citizen 
and business leader. He will be glad to explain 
how the use of Harvester farm equipment is 
profitable business for your farmer customers 


—how its financing is good business for your 
bank, 
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bond issue voted for the purpose. 

Coming to the rescue were Frank 
Wortman, president, and Ralph Wort- 
man, vice-president, of The First Na- 
tional Bank of McMinnville. They 
donated $30,000 as a memorial to their 
grandparents, Jacob and Eliza Wort- 
man, who founded the bank in 1883. 
The bank still remains in family owner- 
ship, with the fifth generation of Wort- 
mans. now being actively employed. 

In making the timely offer, the 
donors expressed a theory that could 
well find broader acceptance. The 
Wortman brothers said: “We believe 
that all who have been privileged to 
serve a community through the years, 





with profit to themselves and their 
families, owe a debt of gratitude and 
appreciation to that community and 
its people, and in that spirit we make 
this gift.” 

. 


President of the new League City 
(Texas) State Bank is W. G. Hall, who 
also heads two other country banks: 
the Citizen State Bank of Dickinson 
and the Alvin State Bank. 

Other officers of the League City 
institution include C. A. Deese, execu- 
tive vice-president and cashier; Waters 
S. Davis, vice-president; Mrs. Lorena 
Harbison, assistant cashier. 
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New bank’s “birth certificate” 


The view above shows President 
Hall (left) and Mr. Deese (right) 
proudly examining the bank’s new 
charter presented at opening cere- 
monies by Marvin E. Gillespie, a rep- 
resentative of the Texas Banking 
Board. 


& 


New manager of the international 
banking department at the Bank of 
America’s Los Angeles, California, 
headquarters, is Milo A. Hefferlin, for- 
mer vice-president in charge of Latin 
American and Canadian regional sec- 
tions of the inter- 
national banking 
department at the 
San Francisco main 
office. 

Mr. Hefferlin 
graduated from the 
Stanford Univer- 
sity Graduate 
School of Credit 
and Financial Man- 
agement last year, winning the Amer- 
ican Petroleum Association’s national 
award, 

Robert L. Jordan, secretary of the 
salary committee at the bank’s head 
office, has been promoted to assistant 
vice-president. 

Bank of America’s able director of 
advertising, Henry L. Buccello, has 
resigned to accept the position of ac- 
count executive and member of the 
plans board at the San Francisco office 
of the Brisacher, Wheeler and Staff 
advertising agency. 

Mr. Buccello was one of the indus- 
try’s leaders in creating financial ad- 
vertising themes. The bank’s television 
commercials, produced under his direc- 
tion, were acclaimed as one of the best 
campaigns of 1955, 














M. A. HEFFERLIN 
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Albert J. Hood and William F. Reed 
have been appointed vice presidents 
and Edgar S. Lewis, assistant cashier, 
of the Mellon National Bank and 
Trust Company, Pittsburgh, Pennsyl- 
vania. Mr. Hood came to the Mellon 
Bank in 1931, and in 1948 was pro- 
moted to assistant vice president 
supervising the personnel division. Mr. 
Reed joined the bank in June, 1955 as 
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Round-the-clock Check Collection Processing, ¥ Early Return of Unp 


Special Saturday Operation 
Simplified Cash Letter Preparation 
Accelerated Availability Schedule 


~ Reduced Credit Risks 









ay Direct Routing Service to Branch Offices 


i ‘orel ron-Cash Collection Service 
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94 BANKING OFFICES SERVING NORTHERN CALIFORNIA 
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Statement of Condition 
March 31, 1956 
RESOURCES 








Cash on Hand and in Banks $ 
U. S. Government Obligations 

State, County, and Municipal Bonds 
Other Bonds and Securities 

Stock in Federal Reserve Bank 

Loans and Discounts 


214,563,515.43 
381,464,894.19 
74,653,879.44 
25,861,018.50 
2,400,000.00 
771,452,766.51 
13,378,736.29 
1.00 
2,871,894.75 


Bank Premises and Equipment 
Other Real Estate 
Customers’ Liability under Acceptances 
Accrued Interest Receivable and 
Other Assets 15,164,063.59 


Total Resources $1,501,810,769.70 


LIABILITIES 


Deposits $1,369,838,335.45 


3,007,616.20 
12,101,342.41 
11,322,456.77 
3,909,821.69 


Acceptances Outstanding 
Reserve for Unearned Discount 
Reserve for Interest, Taxes, etc. 
Other Liabilities 

Capital Funds: 


Capital Stock 


$27,812,500.00 
($10.00 par value) 


Surplus 52,187,500.00 


Undivided Profits 21,631,197.18 101,631,197.18 











Total Liabilities $1,501,810,769.70 





United States Government and other securities carried at $174,269,696.51 are pledged to secure U. S. Government 


Deposits, other public funds, trust deposits, and for other purposes as re quired or permitted by law. 





Member Federal Deposit Insurance Corporation 
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assistant vice president in charge of 
operations in the bank’s instalment 
loan headquarters. He was previously 
with the National Life Insurance Com- 
pany, Stanford, Kentucky, and man- 
ager of the Owensboro, Kentucky 
office of the General Motors Accept- 
ance Corporation. Mr. Lewis was 
previously an assistant vice-president 
of the Crocker First National Bank 
of San Francisco. 


Sd 


Just 26 years ago the Alma (Georgia) 
Exchange Bank was organized through 
the efforts of M. E. Jones, being the 


outgrowth of a venture having an 
initial outlay of only $35. Mr. Jones 
induced seven other men to put up $5 
each in order to make change for 
farmers at the market. Today the bank, 
of which Mr. Jones is chairman, has 
assets of more than $2,200,000. 

Last month it received the coveted 
Robert Strickland Memorial Award for 
service to agriculture, presented an- 
nually to the Georgia bank considered 
to have the outstanding program of 
farm leadership. It includes 23 different 
farm projects, and the bank’s activities 
are said to have benefited 17,571 farm- 
ers one or more times during the past 








Bank 


Counter Equipment 





in the modern manner. 


In harmony with building designs and interior 


plans, our engineers and skilled metal craftsmen 


create and develop counter equipment to meet 


architects’ specifications. 


Typical WATSON Installations: 
Republic National Bank, Dallas, Texas 







MANUFACTURING COMPANY, Inc. 


WATSON, —Contract Specialists for nearly three-quarters of a Century, have one of the 


Seamens Bank For Savings, New York City 


ce 1887 


Jamestown, New York 


most diversified production outputs in the Metal Furniture Industry, supplying: office equip- 


ment and furniture for hospitals, courthouses, and public buildings; ship furniture; elec- 


tronics chassis and cabinets; and 


ROL-DEX record handling equipment for: 


CONSUMER CREDIT 
CENTRAL FILES 


CHECK FILING 
BOOKKEEPING DEPT, 


and other active bank records. 
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year. It is estimated that half of the 
farmers in the county, for example, 
have borrowed from the award-win- 
ning institution. 

Along with a bronze plaque, the 
award includes a $2,000 scholarship 
check that the bank can pass along to 





For outstanding farm program 


some local boy.or girl for university 
training. J. J. Jones, executive vice- 
president of the Alma Exchange Bank, 
is shown above receiving the two pres- 
entations from W. N. Shadden, chair- 
man of the agricultural committee of 
the Georgia Bankers Association, and 
executive vice-president of the First 
National Bank of Cartersville. 

The award is sponsored each year 
by the Trust Company of Georgia in 
Atlanta, in memory of the late Robert 
Strickland, a former president. 


e 


Promoted to vice-president of the 
National Bank of Westchester, White 
Plains, New York, 
is Frederick Sun- 
dermann, who had 
been assistant vice- 
president in the 
public relations de- 
partment. 

He is a graduate 
of the American 
Institute of Bank- 
ing and the Gradu- 
ate School of Banking at Rutgers 
University. 








F. SUNDERMANN 


a 


The newly-chartered Gateway Bank 
of Chicago, Illinois, has two local 
bankers to direct its activities when 
it begins operations on June 1. Wil- 
liam C. Howell, former vice-president 
and director of the Chatham Bank of 
Chicago, has been named president of 
the new institution, while Bernard 
Weber has been elected vice-president 


and cashier. Mr. Weber had _ been 
assistant cashier at the South East 


National Bank of Chicago. 
. 


Herman H. Petersen has joined the 
Old Kent Bank, Grand Rapids, Michi- 
gan, as vice-president in charge of 
supervising the bank’s investment por:- 


Burroughs Clearing House 
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CREATIVE BANKING AT THE HARRIS 








How your bank 
can get more for its 
“manpower dollars” 





Whether your bank is big or small, you’ve 
got to turn over many dollars many times 
to earn enough to meet your payroll. Man- 
power is expensive. 


So, measuring work loads properly in 
your bank can have an immediately bene- 
ficial effect on your operating picture. 


Without the work-measurement program 
developed at the Harris, we would not have 
been able to plan our manpower require- 
ments as effectively as we do to meet the 
ever increasing work load. 


This Harris Bank program, refined by 
several years of practical operation, is now 
available to our correspondent banks, along 


HARRIS Trust 


with the necessary information and forms 
to help them use it to their advantage. 


One Harris Trust correspondent, which 
installed such a program recently, already 
finds it is saving time in its bookkeeping 
department — resulting in a sizable economy 
for the bank. 


Sharing our experience with banking as- 
sociates is part and parcel of Creative Bank- 
ing at the Harris. “‘Creative Banking’’ 
means a constant application of “‘the vision 
to see, the background to understand, and 
the will to act’? in behalf of Harris cus- 
tomers across the nation. 


Would you like to know more about our 
work-measurement program, or other Crea- 
tive Banking services at the Harris? We 
invite your inquiry. 


rod = Organized as 
N. W. Harris & Co., 1882 





Incorporated 1907 


and Savings BAN K 


115 W. MONROE STREET 


CHICAGO 90 


Member Federal Reserve System ... Member Federal Deposit Insurance Corporation 
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TRAVELING 
CREDI 








... 4 unique type of 


inventory jimancing 


Bankers all over the country are profiting by the Douglas- 
Guardian Plan of traveling credit. 

Under this plan, you can lend money quickly and 
safely to customers who have inventory on which to bor- 
row. Credit can be created wherever the inventory is 
located, by the use of Douglas-Guardian field warehouse 
receipts. 

For complete information on what the Douglas- 
Guardian Plan can do for your bank, your loan depart- 


ment and your customers, write or phone our nearest office. 


DOUGLAS-GUARDIAN 


WAREHOUSE CORPORATION 


Executive Office: 118 North Front Street, 
New Orleans I, Louisiana 


NEW YORK 4, N.Y., 50 Broad St. 

DETROIT 26, Mich., Penobscot Bldg. 

SAN FRANCISCO 3, Calif., 785 Market St. 
SPRINGFIELD, Mo., McDaniel Bldg. 
CHICAGO 2, Ill., 173 W. Madison St. 
DALLAS |, Texas, Tower Petroleum Bldg. 
LOS ANGELES 14, Calif., Garfield Bldg. 
ATLANTA 3, Ga., Hurt Building 


16 other convenient offices 





folio. For the past 17 years he has bee: 
manager of investment portfolios for 
the Northwestern National Insurance 
Company and Northwestern Nation! 
Casualty Company of Milwaukee. He 
was vice-president of these firms since 


1947, 


o 


Leo P. Regan has joined First West 
ern Bank and Trust Company, San 
Francisco, California, as vice-preside 
and manager of its new office 
Eureka, California. 
He had been asso- 
ciated with Oregon 
banking since 1947. 

The Bank of 
Sierra Madre, Cali- 
fornia, only bank 
in the community, 
has been merged 
with First Western 
and named its 
Sierra Madre office. L. P. REGAN 
office. Its former 
president, Thomas W. Neale, has re- 
tired from banking activities. A. E. 
Morgan, previously vice-president and 
a director, has been appointed a First 
Western vice-president and manager 
of the office. 








Five men were given new responsi- 
bilities at the South Side Trust and 
Savings Bank of Peoria, Illinois. Percy 
White, 30-year veteran at the bank, 
has been named executive vice-presi- 
dent; William R. Ward elected vice- 
president and trust officer; Arthur E. 
Henson promoted to cashier. Russell 
M. Strout, Jr., assistant cashier, was 
named manager of the new instalment 
loan department; and Delbert Bean 
has been appointed auditor. 


& 


Donald M. Elli- 
man has been ap- 
pointed a vice-pres- 
ident of The Bank 
of New York, and 
will be located at 
the bank’s Fifth 
Avenue office, New 
York City. Mr. Elli- 
man’s banking ca- 
reer began with the 
Corn Exchange 
Bank Trust Com- 
pany in 1933 where he rose to vice 
president and senior officer in charge 
of the commercial and bank relations 
department. For the past two years 
he has been a vice-president of The 
County Trust Company, White Plains, 
New York. 





D. M. ELLIMAN 
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Dale Graham, president of The N- 
tional Bank of Commerce in New 
Orleans, Louisiana, has been elected 
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for 


Correspondent &@ervice beyond the usual... 


write... 


phone... 


Crocker-Fanglo has: 


Assets more than $1,450,000,000. 
Capital funds exceeding $95,000,000. 
51 offices in 32 Northern and Central California communities. 
Over 85 years of service to banks and bankers. 


It’s the bank to look to for all the answers you need 
—and for any correspondent service you require. 


May, 1956 














CROCKER-ANGLO 


NATIONAL 


BANK 


California’s Oldest National Bank 


MEMBER FEDERAL RESERVE SYSTEM 


MEMBER FEDERAL DEPOS!T INSURANCE CORPORATION 


HEAD OFFICE: 


I Sansome Street, San Francisco 










































“We got 
the facts we needed 
from the Royal”’ 
















American bankers have found that the 
Royal Bank can help them with their 
Canadian affairs—can help them serve 
customers with information on problems 
ranging from sales representation to 
choice of a factory site. For additional 
information, write to the Business 
Development Dept., at Head Office 

in Montreal. 


Over 850 branches in Canada, 
the West Indies, Central 

and South America, New York, 
London and Paris. 


THE ROYAL BANK 
OF CANADA 


HEAD OFFICE: MONTREAL 














New York Agency— 
68 William Street, New York 5, N. Y. 











Assets Exceed $3"% Billion 




















chairman of The National Bank o| 
Commerce in Jefferson Parish, Gretn 

Louisiana, a legal affiliate. New presi 
dent of the latter institution is Victor 
J. Passera, Jr.. who was an assistan! 
vice-president at the New Orleans 
bank. 

Mr. Passera is a past president 
the New Orleans chapter of the Amer 
ican Institute of Banking. The Gretn: 
bank has over 6,000 
customers and $5- 
million in deposits, 
indicating the 
growth since it 
opened for busi- 
ness last October. 

The parent bank 
in New Orleans has 
named Dr. William 
A. von Humboldt 
its Latin American representative. His 
headquarters are in Mexico City, but 
he will also handle business for the 
bank in Central and South American 
countries. He formerly was manager 
of the foreign department of the Banco 
de Industria y Comercio, Mexico City, 
Mexico. 





V. J. PASSERA, Jr. 


° 


West Palm Beach’s newest bank, the 
Security Exchange, is expected to open 
for business late this month. The 
Florida institution will have capitaliza- 
tion of $585,000 and be headed by B. F. 
Paty, local attorney, who has_ been 
named president. 

Chairman of the board will be 
Thomas M. Cook, local investment 
banker, who had an active role in or- 
ganizing the bank. Lawrence H. Skeen 
has been named executive vice-presi- 
dent and R. E, Shirk vice-president. 


_ 


The officers and 
directors were re- 
cently elected at 
the newly-organ- 
ized Long Point 
National Bank of 
Houston, an affili- 
ate of the Bank of 
the Southwest. The 
president of the 


new bank is Robert 
R. V. MOISE V. Moise, 





who is 

also a_ vice-presi- 
dent of the Bank of the Southwest. 
Mr. Moise will continue his down- 
town bank position and will devote 
part of his time to each bank. Robert 
H. Barry, Jr. was elected vice presi- 
dent, and George E. Sullins, cashier. 


e 


Illness has forced Louis C. Horter 
to resign as president of The National 
Bank of West Virginia at Wheeling. 
West Virginia. He will continue to 
serve as a director. 

New president of the institution 1s 


Burroughs Clearing Howse 
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Harold H. Meyn, former executive 
vice-president and trust officer. Charles 
E. Kalkreuth has been made a vice- 
president, and Lewis E. Scott elected 
cashier. 

> 


Former assistant vice-president 
Dwight A. Horne has been named 
secretary at The Hanover Bank, New 
York City, suc- 
ceeding Russell F. 
Thomes, who re- 
tired after 20 years 
at the post. 

Mr. Horne has 
been with the bank 
since 1933, serving 
in operations, per- 
sonnel and ac- 
counting depart- 
ments. During D. A. HORNE 
World War II he 
was a major attached to the Army’s 
finance department. 








« 


In commemoration of the institu- 
tion’s 16th birthday anniversary, Presi- 
dent O. A. Torgerson of the Bank of 
Kodiak (Alaska) suggested lighting a 














His suggestion boomerangs 


large candle and offering a prize to 
the customer guessing closest to the 
time the candle would sputter out if 
burned only during normal banking 
hours. He is shown here just as the 
candle was lit. However, he may now 
regret the whole thing. Says Vice- 
President H. E. Booth: “It was 
‘Torgie’s’ idea and we are insisting 
that he tabulate the guesses which are 
coming in at a great rate.” 
a2 


Melvin Rouff, president of the 80- 
vear old Houston (Texas) National 
Bank, was recently singled out for a 
feature story in a Houston daily. The 
story traced Mr. Rouff’s rise from a 
12-year old bank office boy through 

rious posts in the bank—secretary, 
teller, assistant cashier, cashier and 
hrst vice-president—to the presidency 
te which he was elected in 1950. The 
story also told of the many years of 

‘vice he had performed for the Amer- 





FIRST...CHECK FIRST 








Who wrote the nation's 


new best seller? 


Thousands of practical, profit-wise 
industrialists have blazoned their success 
story throughout the new best seller of 
goods and services—the South. Help your 
customers write their own chapter of success 
in the industrial South. First check 

the folks who know the South... 


THE Fut NATIONAL BANK OF ATLANTA 

















ican Bankers Association and _ the | 
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THE MAIL TODAY 

“y eee ee eee ee ee eS eS Oe eS 8 ED BD DDD eee 7 

FIRST ' The First National Bank Dept. G-36 ' 

NATIONAL BANK | Atlanta 2, Georgia ~ 

ATLANTA ' My customers won‘t judge a book by its cover. ' 

" - What they want is the inside story—so send me : 

; facts on: : 

' ‘ 

1 ‘ 

| Name ; 

The bank , Address ' 

that knows its neighbors Citty____Zene__State. ; 
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a BURROUGHS SENSIMATIC 
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Burroughs Clearing House 
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is a girl’s best friend 


The Burroughs Sensimatic 
Bank Bookkeeping Machine—so easy 
to operate—makes fast work of 


all bank accounting jobs 


Even the newest operators take to the Burroughs 
Sensimatic instantly, because they can learn to operate it 
in virtually nothing flat. 


They keep right on liking it afterwards because it frees 
them from countless motions and decisions. They’re more 
alert, more efficient, happier at their jobs. 


Bank officers like the Sensimatic, too, because it does ail 
bank accounting jobs with superlative speed and accuracy. 
Each exclusive sensing panel enables the machine to handle 
four separate jobs. (‘To do still more jobs, just switch panels.) 


Bank customers, especially, like the Sensimatic! Their 
statements are clear, accurate, easy to read, and complete 
with count of checks. 


With all these extra advantages for banks both big 
and small, certainly the Burroughs Sensimatic is 
the bank bookkeeping machine for you. 





FREE “Tell All’” booklet gives you the whole 
story of the Burroughs Sensimatic for 
Commercial Account Posting. 


To get complete information on the Burroughs 
Sensimatic Bank Bookkeeping Machine, and the 
better all-around job it can do for your bank, ask 
for the free booklet illustrated. Call our nearest 

| branch, or write Burroughs Corporation, 
Detroit 32, Michigan. 














WHEREVER THERE’S BANKING THERE’S 


Burroughs 


“Burroughs” and “‘Sensimatic”’ are trademarks 
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. € heal Ps: Es - 
FASTER FORM HANDLING—A one- 
hand operation inserts and positions 
form in carriage. While carriage tabu- 
lates to posting position new amounts 
may be indexed. It then automatically 
completes posting, returns and opens. 
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FASTER INDEXING —The entire Sensi- 
matic keyboard is designed for faster, 
more positive indexing, with scien- 
tifically improved slope and height, 
finger-tip key fit, and swift, uniform 
key depression. 
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FASTER MOTOR BAR SELECTION — 
The Sensimatic’s exclusive construc- 
tion assigns a single major function 
to each motor bar, so that operator 
decisions are reduced and posting is 
simplified and speeded. 








B 3 THE PROGRESSIVE BANK 
PURRORXOM> BLE 
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MOST VERSATILE—Features include 
automatic check count, overdraft lock, 
automatic register totaling, date lock, 
listing-posting tape and activity counters. 
And the Sensimatic can switch from 
job to job at the turn of a knob. 
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‘/ love my New Central Fite 
l find, file or Post a 
Record in Seconds ! 


My Boss is in better humor, too. 
Before | was on my feet as much 


~~. a8 at my desk" 





WASSELL ROTOR-F ILE 
CENTRAL FILES 


give finger tip control of all records. 
Cards and correspondence or orders 
can be mixed. All records instantly 
available, 


ree DESCRIPTIVE CATALOG 


Effective Tools for Effective Management 
WASSELL ORGANIZATION, INC. Westport, Conn. 
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Home Office: PHOENIX 
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Fertile farms, 
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rolling 
ranchlands, 
citrus groves, 
beauteous 
homesites, 
luxurious 
resorts, 
bustling 
businesses, 


& churches. 


VALLEY 
NATIONAL 
BANK . 


OFFICES 


excellent schools 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 
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Fou Lngowiive 


BRONZE ALUMINUM 





Your bank's name in tasteful and enduring bronze 
or aluminum is a prestige-building ambassador. Names 
of your personnel on desk plates of impressive metal 


add dignity, too. 
INDIVIDUAL LETTERS 


IN ALL SIZES, METAL OR PLASTIC, 
provide ideal permanent signs for 
both inside and outside your build- 
ing. For finest metal signs, desk 
plates in metal and plastic, and 
display cases at most economical 
prices, write for our newest com- 
plete catalog today! 








DESK 
NAMEPLATES @ 


2” x 10” one line of copy, $7.50 
21,” x 10” two lines of copy, $9.00 
on bronze easel — other styles available 
“Bronze Tablet Headquarters” 


UNITED STATES BRONZE SIGN CO., INC. 


570 Broadway, Dept. BC, New York 12, N.Y. 














Texas Bankers Association. 


Interest- 
ing sidelights in the feature told of 


Mr. Rouff’s large collection of fac 
simile Confederate money and of th« 
admixture of religious experiences hx 
had as a youth. He was brought up 
in the Jewish faith, attended a Roman 
Catholic kindergarten, and later a 
Presbyterian Sunday School for three 
years, and now is a member of Hous- 
ton’s Congregation Beth El. 
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After serving as director since 1946 
and chairman of the executive com- 
mittee since 1954, Max H. Hurd has 
stepped up to chairman of the board 
at the Chicago 
(Illinois) Federal 
Savings and Loan 
Association. 

Mr. Hurd is a di- 
rector of The First 
National Bank, 
Barrington, I[lli- 
nois, and serves 
as a member of the 














contract review 
M. H. HURD board of the Re- 
negotiation Board 


of the Chicago Ordnance district. He 
was chairman of the latter organiza- 
tion from 1940 to 1945, 


+ 


Missouri banking lost a_ cherished 
member when Harry B. Collins, vice- 
president of The First National Bank 
of Kansas City, died recently. He was 
active in various executive capacities 
in the Missouri Bankers Association. 


5 


Cam F. Dowell, Jr., president of The 
First National Bank, Plano, Texas, was 
elected president of the Hillcrest State 
Bank of University Park, Dallas, 
Texas, succeeding the late Cooper E. 
Wyatt, who had been president since 
the bank was founded in 1930. 


5 


New vice-presidents at the Citizens 
Fidelity Bank and Trust Company, 
Louisville, Kentucky, are William J. 
Clark, who is also comptroller, and 
William J. Malone. 

Eight other promotions included the 
naming of Wallace G. Mathis to trust 
officer; William C. McBride, H. H. 


Move up to vice-presidents 


W. J. MALONE 


W. J. CLARK 








Burroughs Clearing House 
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Huddleston and John L. Glover, Jr., 
to assistant vice-presidencies ; Lewis J. 
King and C. Webster Abbott to assist- 
ant cashiers; H. Clifford Churchill to 
assistant secretary; and C. R. Barnes, 
III, to auditor. 

+ 


On his 45th year with the company, 
George V. La Monte, president of Geo. 
La Monte & Son, was given a surprise 
congratulatory dinner by the staff. It 





Anniversary year at La Monte 


was timed to coincide with the launch- 
ing of an 85th anniversary sales pro- 
gram by the manufacturer of safety 
paper for checks. 

Mr. La Monte is pictured here at 
the left, about to attack the anniver- 
sary cake. With him is his son, George 
V. La Monte, Jr., vice-president and 
head of the firm’s Canadian plant. 

* 


Two new officers were recently 
elected at the Texas National Bank of 
Houston, Texas. Henry B. Clay has 
been named vice-president in charge 
of the correspondent bank division, 
while John K. Deason has become an 
assistant vice-president. Both men 
formerly held comparable _ positions 
with the First National Bank in 
Houston. 


e 


From assistant cashier and comp- 
troller, T. M. Hutsler has been ad- 
vanced to assistant vice-president and 
comptroller at the Traders National 
Bank of Kansas City (Missouri). He 
is the bank’s personnel and operating 
officer. 

a 


Robert D. Ellis, Jr. and John R. 
Kronemeyer have been appointed as- 
sistant cashiers at the Union Bank of 
Michigan, Grand Rapids. 

. 


Ralph Tague has been named a vice- 
president and Kenneth E. Briggs 
elected cashier at The Citizens Na- 
tional Bank, Anthony, Kansas. 
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AUS 


offers exceptional 

opportunities 
for Sound 
Business 


Ventures 


During the past 5 years population has increased 
by over 1,000,000 and the number of factories has 
increased by more than 20%. 

It is significant that American Enterprises with 
years of Australian experience are increasing their 
investments in this fast developing country. 
A.N.Z. Bank has been able to assist many Ameri- 
can Corporations with essential information and 
introductions through the Business Development 
Department which is designed to meet the special 
requirements of oversea businessmen. 


Write now for a copy of the Bank’s 114-page 
booklet: 


“AUSTRALIA'S CONTINUING DEVELOPMENT” 


A.N.Z. BANK 


AUSTRALIA AND NEW ZEALAND BANK LIMITED 


Over 840 Branches and Agencies throughout Australia and New Zealand, 
in Fiji and Papua, and in London. 


OVERSEAS DEPARTMENT 


All overseas enquiries should be directed to: - one a —— 
ca Collins Street 


Melbourne, Australia 
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Reproduced here are a few of the scores of adver- 
tisements of The Canadian Bank of Commerce 
which have appeared in recent years in a number of 
United States newspapers, from coast to Coast. 

These advertisements express our active interest 
in assisting United States banks and their industrial 
and commercial customers to develop their business 
activities north of the border. 

Many American bankers and business executives 
have found our monthly Commercial Letter a useful 


SAN FRANCISCO ° 


Making friends across the border 


THE CANADIAN BANK OF COMMERCE 


HEAD OFFICE—TORONTO 


LOS ANGELES ° 
AND MORE THAN 700 CANADIAN BRANCHES 










source of information on conditions, industries and 
opportunities in Canada. We shall be glad upon 
request to place your name on our mailing list to 
receive the Letter regularly. 


For further information on our facilities—just 
write to one of our Regional Business Develop- 
ment Departments, located at Vancouver, Calgary, 
Winnipeg, Toronto, Montreal and Halifax, or to 
the Business Development Division, Head Office; 
Toronto. 


SEATTLE e 

















PORTLAND, ORE. 


Burroughs Clearing House 
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Bank Loans Rise Sharply; 
Minimum Liquidity Adopted 

The growth of consumer credit in 
Canada as a factor in the sharp rise 
in chartered bank loans, and the estab- 
lishment of a liquidity ratio of 15 per 
cent by the chartered banks to help the 
Bank of Canada restrain inflationary 
pressures were two of the highlights 
in the recent report of J. E. Coyne, 
governor of Canada’s central bank. 
At the same time, Mr. Coyne’s report 
showed that the Bank of Canada’s net 
earnings for 1955 were $1,939,705 less 
than they were for 1954. 

Consumer credit outstanding rose 
by aproximately $350 million in 1955, 
Mr. Coyne stated, as compared with 
$114 million in 1954 and $326 million 
in 1953. This growth, he said, was re- 
flected in a 64 per cent increase in 
bank loans to instalment finance com- 
panies (to $297 million), and a large 
increase in personal loans (to $804 mil- 
lion), and was “one of the main factors 
responsible for the large increase in 
chartered bank loans.” 

In his report, Mr. Coyne also re- 
called the discussions last November- 
December between the Bank of Can- 
ada and the nation’s chartered banks 
at which time the chartered banks 
were urged to adopt a standard prac- 
tice regarding the maintenance of a 
minimum ratio of liquid assets (cash, 
day-to-day loans and treasury bills) 
to deposits as a means of helping the 
central bank in the task of restraining 
inflationary pressures that might 
threaten in the future. 

“The banks have agreed to work to 
achieve by May 31 a minimum liquid 
asset ratio of 15 per cent which they 
will endeavor to maintain on a daily 
average basis from June on,” Mr. 
Coyne said. “On this basis, fluctuations 
above or below 15 per cent may occur 
from day to day or week to week; but 
for the month as a whole the average 
would not be below the target ratio. 
! believe the adoption of such an oper- 
ating principle will make for a finan- 
cial system which will respond more 
quickly, smoothly and predictably to 
measures of monetary restraint when 
these are required in the future, and 
which will thus be better able to serve 
the national interest.” 

Last year, Mr. Coyne reported, the 
net earnings of the Bank of Canada 
emounted to $42,937,694, as compared 
with $44,877,399 in 1954. Of the net 
earnings, he added, $38,341,041 was 
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J. E. Coyne, governor, Bank of Canada 


Forestalls inflation pressure 


turned over to the government’s con- 
solidated revenue fund. The rest fund, 
he said, with the addition of $4,596,653 
in 1955, is now $25 million, or five 
times the paid-up capital of the bank. 
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Canadian Bank Rate 
Advaneed to 3 Per Cent 


Last month the Bank of Canada in- 
creased the rate for loans to the 
Canadian chartered banks from 2°4 
per cent to 3 per cent. This is the 
highest bank rate since the Bank of 
Canada was formed in 1935, and is 
the fourth increase since last August 
when the rate was advanced from 114 
per cent to 2 per cent. Previous in- 
creases were in August, October and 
November, 1955. 

The move was part of a further 
tightening of credit by the Canadian 
government. It will result in the loans 
made by banks to individuals and busi- 
ness firms being tightened, and in 
interest charges being boosted. 


° ° Sd 


Mortgage Rates Increased 
In March the interest rate on in- 
sured loans under the Canadian Na- 
tional Housing Act was returned to 
51% per cent, after standing at 514 per 


cent for a year. In February, 1955, the 
rate was reduced from 5% per cent to 
514 per cent. 

In announcing the change to the 
higher rate, Public Works Minister 
Robert Winters stated in the Canadian 
House of Commons that “the interest 
rate on long-term government bonds 
would have justified an increase to 514% 
per cent last August. However, the 
flow of funds to housing then and until 
quite recently, has been good, with the 
result that no such action has been 
taken. Bearing in mind the continued 
high level of interest rates in general 
and the anticipated demand on in- 
vestible funds in 1956, an increase is 
necessary now so that builders and 
home owners will have continued ac- 
cess to mortgage funds under the 
N.H.A. in the year ahead.” 

An increase was also announced in 
the rate on loans by the government’s 
Central Mortgage and Housing Cor- 
poration in another housing field. The 
rate chargeable to limited dividend 
companies that build rental housing 
was advanced to 3°4 per cent from 314 
per cent and the rate on housing pro- 
jects undertaken by primary indus- 
tries for the use of their employees 
went to 4°4 per cent from 4% per cent. 

Shortly after the rate increases were 
announced, Stewart Bates, president 
of Central Mortgage and Housing Cor- 
poration, stated that if banks and 
other institutions become reluctant to 
lend money on housing C.M.H.C. will 
go back into the direct lending field 
and the interest rate may go up to 6 
per cent. He stated that Canada’s 1956 
capital expansion program will require 
untold amounts of capital funds. Cap- 
ital expansion is forecast to be up 21 
per cent over 1955. 


° o + 


Increased Bank Earnings: 
Higher Bank Stock Value 

The total profits of all Canada’s 
chartered banks, after provision for 
income taxes, contingency reserves, 
and depreciation, totalled $37,264,000 
in the past fiscal year, up $4,232,000 
over 1954, according to a recent report 
made to the Canadian House of Com- 
mons at Ottawa. The report also dis- 
closed that the banks paid $34,713,000 
in income taxes in 1955, compared to 
$32,102,000 in 1954. 

Only the Mercantile Bank of Canada, 
the newest in the country, did not 
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make a profit. All banks, however, re- 
cording profits showed increases in the 
past fiscal year, except Barclays Bank 
(Canada) whose profits fell from $86,- 
000 to $12,000. Barclays early this 
year became officially amalgamated 
with the Imperial Bank of Canada. 

The gains made by the first six of 
Canada’s banks to report were covered 
in the January Burroughs Clearing 
House. The profits of the other two 
chartered banks reporting for 1955 
were: Royal Bank of Canada, $10,858,- 
000; Banque Canadienne Nationale, 
$1,604,000. 

With bank earnings increasing, bank 
stock has been rising in value on the 
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Canadian stock exchanges. In the past 
decade the average gain has been 124 
per cent. Trading in bank shares has 
been active in the past few years, with 
bank stocks appearing consistently in 
the portfolios of investment companies 
whose main interest is in growth 
securities. With the demand increasing 
for securities for pension funds, in- 
surance companies and other large in- 
vestors, Canadian bank shares are 
expected to continue to be in demand. 

The Royal Bank of Canada is now 
offering 840,000 shares of stock at $36 
to shareholders, one new share for 
each five held at March 20. Market 
price of Royal Bank shares at the time 
of offer was about $62. The new issue 
will increase the capital account of the 
Royal Bank to $50,400,000 and the rest 
account to $131,040,000. The offer is 


| not being made to residents in the 


United States, but they were offered 
subscription rights which may be sold. 
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Development Bank Expands 

The government’s Industrial De- 
velopment Bank will extend its lending 
activities to a group of new fields, in- 
cluding logging, mining and pipeline 
projects, according to legislation in- 
troduced at Ottawa. The changes in 
the bank’s scope of operations would 
increase by $25 million the money 
available for loans of more than $200,- 
000. Chief officers of the bank at 
Montreal, Toronto, Winnipeg and Van- 
couver would also be allowed to grant 
moderate amounts of credit without 
referring each request to the board of 
directors. 

The changes in the legislation will 
allow the bank to loan to businesses 
requiring buildings, machinery or 
equipment for “assembling, installing, 
overhauling, reconditioning, altering, 
repairing, cleaning, packaging, trans- 
porting or warehousing of goods.” The 
extension would also cover logging, 
operating a mine or quarry, but not 
prospecting, wildcatting, or develop- 
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ment drilling, construction, engineer- 
ing, technical surveys or scientific re- 
search or transportation of persons. 

The Industrial Development Bank 
was established in 1944 and to the end 
of 1955 had issued 1,245 loans worth 
$160,622,115. It had suffered $355,101 
in losses to the end of September 1955. 
Sixty per cent of the bank’s business 
was in loans under $50,000. 
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Imperial Bank Builds 
New S2 Million Branch 

A new six story office building for 
the main Vancouver branch of the Im- 
perial Bank of Canada is now under 
construction at the corner of Granville 
and Dunsmuir Streets. The building 
will cost an estimated $2 million, and 





New main office in Vancouver 


occupancy is planned for late this year 
or in the early months of 1957. 

The bank will occupy the sub-level 
and ground floors of the new building, 
while the upper floors will be rented 
to business firms. The structure will 
be faced with limestone, while lower 
floors and street floor will have a wide 
expanse of glass. The Vancouver main 
branch of the bank is temporarily lo- 
cated at 620 Seymour Street during 
the construction. 


° od ° 


Personnel News 

George B. Currie, assistant general 
manager of the Canadian Bank of 
Commerce, has been placed in charge 
of the Ontario region of the bank. He 
joined the bank in 1947 and since 1952 
he has been assistant manager at the 
main Hamilton, Ontario, branch, in- 
spector at the head-office, and the 
assistant manager of main Toronto 
branch. He succeeds Kenneth A. Garc- 
ner, assistant general manager. Mr. 
Gardner has been placed in charge 


Burroughs Clearing House 
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K. A. GARDNER G. B. CURRIE 
Given broad supervisory posts 


of the bank’s credit division at the 
head-office. 

Basil Langfeldt, who until recently 
was executive assistant of the business 
development department of the Cana- 
dian Bank of 
Commerce, has 
been appointed 
superintendent of 
Alberta branches 
of the bank, with 
headquarters at 
Calgary. He was 
previously adver- 
tising manager of 
the bank and, be- 
fore that, assist- 
ant manager of 
the main Toronto branch. He is suc- 
ceeded by Jack Duffy, who was for- 
merly with the credit division of the 
bank, and succeeds Keith B. Smith, 
who has been appointed superintendent 
at Toronto head-office. 





B. LANGFELDT 


e 


C. N. Phipps has been appointed 
assistant general manager of the Im- 
perial Bank of 
Canada. He has 
served in 
branches of the 
bank throughout 
western Canada, 
Was” assistant 
manager of the 
bank’s main 
Montreal branch, 
and for the past 
two and a half 
years has been an 
executive assistant at the Toronto 
head-office. 

S. E. Ashley, formerly assistant 
manager at the main branches of the 
Imperial Bank of Canada at Vancouver 





C. N. PHIPPS 


and Edmonton, and for the past two | 


and a half years an executive assistant 
at the Toronto head-office, has been 
appointed manager of the main Tor- 
onto branch of the bank. 

H. E. Embrose, manager of the main 
branch of the Imperial Bank at Mont- 
real, has been appointed superintend- 
ent of branches for Quebec and the 
Maritime regions of the bank. He will 
continue as manager at Montreal. 
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and here is the international bank 
to help you 
and your customers 


PJ\HE fastest growing nation in the 

world offers rich rewards to those 
whoseek them. Whether your clients are 
interested in mining, oil, gas, manu- 
facture or trade, The Bank of Nova 


Scotia can help them. 


With more than 400 branches in 
Canada, Great Britain, the U.S.A., and 
the West Indies, and with correspon- 
dents wherever men trade, The Bank 
of Nova Scotia is equipped to give you 
and your clients authoritative informa- 
tion and expert guidance on your 


banking and financial problems. 


Growth 





General Offices: 44 King St. West, Toronto 


In Cuba: Havana and 6 other branches. 
New York Office: 37 Wall St. 


London Office: 108 Old Broad St. In Dominican Republic: Ciudad Trujillo. 
In Jamaica: Kingston and 16 other branches. And correspondents all over the world. 
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In Puerto Rico: San Juan, Fajardo and Santurce. 
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CERTAINLY, one of the most important 
decisions in any bank’s modernization 
program is the bank vault door. Yet it’s 
probably the easiest on which to reach 
agreement. 

For one bank vault door has become 
virtually the symbol of the modern bank- 
ing office to customers as well as bankers. 


It is, of course, the Mosler Century Vault 
Door, which was developed a little over 
two years ago by Mosler engineers and 
Henry Dreyfuss. Since then it has been the 
almost instinctive choice of the most for- 
ward-looking bank officials and architects 














in America, and has inspired many to 
choose as its location the most conspicuous 
place in the bank. For no other vault door 
made combines so uniquely a look of 
startling modern magnificence ... with a 
look of traditional security so impressive 
to customers. 

And, of course, no other vault door is a 
Mosler . . . the most famous and respected 
name in bank equipment for over a century. 


Would you like more information about 
this famous vault door? Write or wire The 
Mosler Safe Company, Dept. BC-34, 320 
Fifth Avenue, New York 1, N.Y. 


IF IT’S MOSLER ... IT’S SAFE 


% Mosler Safe “7 


World’s largest builders of safes and bank vaults 





NOTE The distinguished modern day gate inside 
the Century Vault Door, and how impressively 
the great bolts and intricate time-locks are 
shown. A wide diversity of distinctive archi- 
traves is available, to fit into your plans or those 
of your architect. 
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Business Activity Diversification 
... in the midst of a continuing wave 
of business mergers, the commercial 
lending officers of banks will find this 
80-page Dun & Bradstreet, Inc. study 
a valuable aid in handling medium 
sized and large accounts. The first part 
of the booklet presents a thorough 
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Aid in handling accounts 


analysis of the history and signif- 
icance of the wave of business merg- 
ers, 1893-1903 and 1918-1929, as well 
as the significance and dangers of the 
current wave of business mergers, 
particularly “conglomerate mergers,” 
or combinations of unrelated lines of 
business under a single ownership or 
management. The other half of the 
booklet contains the revised figures for 
14 important ratios for the years 
1950-54 for 72 lines of manufacturing, 
retail and wholesale business. The 
ratios include current assets to cur- 
rent debts, net profits on net sales, 
net profits on working capital, etc. 


The Men on Your Money... This 
booklet in the hands of youngsters can 
be a powerful influence in shaping a 
proper philosophy about money. At the 
Same time, it offers excellent ideas for 
banks and other financial organizations 
tc. follow in their own savings account 
aivertising. The booklet was prepared 
by the National Thrift Committee. It 
contains interesting stories and draw- 
ings of the outstanding statesmen that 
are depicted on all current U. S. coins 
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and currency through the $100 bill. 
Equally interesting are the sketches 
of historic events pictured on issues 
of various commemorative coins. 


Putting Words to Work ... This 


booklet is appropriately sub-titled, 
“What business has learned about 
writing,” and was prepared by a pro- 


fessor of a large Eastern college. The 
author tells how “writing” surveys 
have increased the speed and reduced 
the cost of the flow of business com- 
munications, what various companies 
are currently doing to encourage bet- 
ter writing, and what opportunities 
are open to firms that still are “in- 
advertently jamming their own com- 
munications.” The management of 
banks and other financial organiza- 
tions will find particularly valuable 
the chapters on: telling employees 
why writing is important; what busi- 
ness writers should learn to do; and 
specific pointers on techniques and de- 
vices for teaching business writing. 


Money Management for Women 
... A banking counselor for women in 
a large St. Louis bank prepared this 
attractive booklet, which opens with 
a photo and message from her. Thus, 
with a distinct “‘woman’s angle,” it 
carries a special appeal to women 
readers, and at the same time offers 
an excellent advertising idea for other 
banks. The booklet contains clearly 
written, illustrated discussions on 
checking and savings accounts, bank 
loans, providing for the family’s fu- 
ture, and “money management, a good 
habit to have.” 


Trust Fee Renegotiation ... In 
this reprint of a speech made by the 
vice-president of a large Philadelphia 
trust company, trust officers of other 
banks will find helpful tips on re- 
negotiating fee contracts, with refer- 
ence to the rate of trustee compensa- 
tion on income. The author first out- 





These booklets are available upon 
request, free of charge or obligation, 
under an arrangement whereby the 
requests are referred promptly to the 
producers. Simply address requests 
on bank or company letterhead to 


Booklet Editor 
Burroughs Clearing House 
Detroit 32, Michigan 











lines a preliminary study that must 
be carefully made prior to any re- 
negotiation to determine all the facts 
involved, not only about the trust 
alone, but about the beneficiaries and 
their relations with the trust company. 
He then gives a step-by-step procedure 
for making approaches, writing letters 
and otherwise overcoming obstacles to 
obtain additional income for the bank 
through successful trust fee contract 
renegotiation. 


Executive Functions ... For some 
time The Royal Bank of Canada has 
published a monthly series of timely, 
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Of value to management 


authoritative “essay” letters that have 
won wide recognition among financial 
and business executives, and those 
who teach business principles and 
practices. The Royal Bank has now 
made available a bound collection of 
seventeen of these letters. The col- 
lection covers the important features 
of four executive functions: Training 
men to accept responsibility in super- 
visory and managerial posts; handling 
personnel; building business and sell- 
ing goods; and dealing with the pub- 
lic. Bank officers will find this ex- 
ceptional book of value; it will be a 
worthwhile addition to any financial 
library. 


Foreign Exchange Quotations... 
A complete listing of recent foreign 
exchange quotations and of U.S. dollar 
equivalents of the money of some 206 
countries is contained in this offering. 
The booklet also contains a table that 
shows the time in 44 cities of the 
world when it is 12 noon, C.S.T. 
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Radio or television advertising may present problems you want 
to discuss with our advertising and public relations staff. 
Advertising counsel, sample copies of advertisements in all 
media, suggestions for displays and promotions are a few of 
the ways we can help your bank develop an effective adver- 
tising and public relations program. 


Get specialized advice on Bank 
Management problems through 
First National Bank in St. Louis 


W hatever your problems in bank management, we’re 
ready to help you. 


Upon request, we’ll make an operational survey of your 
bank. This survey will be as limited or as extensive as 
you wish. It will not interfere with your daily operations. 
We make surveys in banks of all sizes. There is never any 
charge or obligation. If you approve our recommendations, 
in whole or in part, we’ll be happy to help you put them 
into effect. 


The next time one of our representatives calls on you, or 
the next time you’re in St. Louis, let’s talk over the 
many ways our assistance with bank management prob- 
lems can benefit your bank. 


lists 25 ways First National’s cor- 
respondent services can help you. 
For copies write to First National 

Bank in St. Louis, St. Louis 2, THE FIRST 
Missouri. 


FREE BOOKLET, “Sincerely Yours,” i | Hh ll 
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Hiring, training, promoting the best people depends upon gy ac 
effective personnel administration. Our experienced per- in 
sonnel staff will assist you in building sound, progressive ha’ 
personnel policies...and in following the laws and 4 de 
regulations governing personnel practices. mm of 











Talk over your bank management problems with our 


representatives, men who have come “up through the tai 
ranks” in banking. They can give you prompt answers ple 
to your problems. When specialized assistance is needed, We 


our representatives call upon men from other depart- 
ments to work with you. 
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COURT DECISIONS 








By FREDERICK C. FIECHTER. Jr. 


Member of the Bar of Pennsylvania and of Florida, 
and admitted to practice before the Supreme Court of the United States 


Stopping Payment in 
a Joint Account 

Can a wife who holds a joint check- 
ing account with her husband stop 
payment on her husband’s checks? The 
Supreme Court of Oklahoma has held 
that she can not. 

The relation between a bank and its 
depositor is contractual in the sense 
that when the depositor delivers his 
money to the bank, the bank assumes 
the obligation to pay out on his de- 
mand a sum equal to the deposit 
balance. Thus a “check” is merely an 
order to pay money which the maker 
has a right to stop at any time before 
acceptance. Therefore, said the court 
in this case, when both joint depositors 
have the right to write checks on the 
deposit, that right precludes the right 
of one to stop payment on a check 
written by the other. 

The president of the bank had in- 
formed the plaintiff that a check in 
excess of $3,000 signed by her husband 
had been presented. She ordered pay- 
ment of the check stopped but the bank 
disregarded the order and paid the 
check. Two days later her husband 
died, and she sought judgment for 
the amount of the check. The Court 
found that the asserted right by the 
wife was inconsistent with the right 
of the husband to write checks on the 
account. 

Brown v. Eastman National Bank of 
Newkirk, Okl. 291 P. 2d 825 (1955). 


o Sd 4 


Warehouse Receipt 


A pledgee of a negotiable warehouse 
receipt found that it had no action 
against a warehouse that had issued 
the receipt in which goods delivered to 
it were described merely by a state- 
ment of the marks borne on the pack- 
ages containing the goods. 

Some packages that supposedly con- 
tained shrimp were sent by the 
pledgee, a finance company, to the 
warehouse. When the packages were 
opened, they were found to contain 
only water. The perpetrator of the 
fraud was subsequently imprisoned. 

“he finance company that held the 
warehouse receipt attempted to hold 
the warehouse responsible, claiming as 
a holder for value in good faith and in 
the usual course of business. 
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The warehouse insisted that it was 
not liable for damages resulting from 
the fraud under that section of the 
Uniform Warehouse Receipt Act which 
reads: “If, however, the goods are de- 
scribed in a receipt merely by a state- 
ment of marks or labels upon them or 
upon packages containing them, or by 
a statement ... that the packages 


containing the goods are said to con- | 


tain goods of a certain kind, or by 
words of like purport, such statements, 
if true, shall not make liable the ware- 
houseman issuing the receipt, although 
the goods are not of the kind which 
the marks or labels upon them indicate, 
or of the kind they were said to be by 
the depositor.”’ 

A Louisiana Court of Appeals ruled 
in favor of the warehouse. 
. . . Finance Co. of La. v. Riverside 
Warehouses, 85 So. 2d 68 (1956). 
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Status of Check 
Service Firm 

In California the firms that make a 
business of selling and cashing checks 
are prevented by a general and com- 
prehensive provision in the State’s 
financial code from giving checks writ- 
ten against their own accounts any 
extraordinary status. 

The code provides: “Nothing in this 
law shall be construed to prevent a 
purchaser, a holder in due course, the 
payee of a check, draft, or money order 
sold by the licensee in the usual course 
of his business, or an obligor for whom 
the licensee is acting as an agent in 


paying bills of the obligor, from taking | 


any legal action necessary to enforce 
any claims which said purchaser, hold- 
er in due course, payee, or obligor may 
desire to take including the right to 
levy attachment or execution.” 

Cole’s Check Service, Inc., issued ten 
checks aggregating $50,000. The plain- 
tiff was the holder in due course of the 
checks since it had given credit in the 
face amount of the checks to the ac- 
count of a previous holder. Cole’s, the 
drawer, stopped payment on _ the 
checks, alleging no consideration. The 
holder in due course attached trust 
funds in an attempt to recoup in part 
its losses. 

The court below refused to release 


the attachment and was affirmed on | 











the basis that the satutory provision 
was general and comprehensive and 
included all checks issued by such an 
enterprise, whether or not they were 
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Business Secrets 


Now you quickly and easily destroy 
confidential papers and obsolete 
records right in your own office. 


NEW SHREDMASTER 


Beamizun lO 


Portable shredding machine designed 
especially for office use, the size 
and weight of a business typewriter! 











The only office paper 
shredding machine that} 
destroys confidential pa- 
pers quietly and cleanly. 
Greater capacity, speed 
and safety than ever 
fore! Compact, modern % 
design. Exclusive slanted 
gravity feed speeds shred- 
ding of paper in multiple 
thicknesses, tickets, cards, 
coupons and labels. Any- 
one can operate the 
Bantam 10. Safety throat 
assures protection. Priced 
well within the budget of 
all businesses, large or 
small. 
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FREE: 


Illustrated descrip- 
tive folder in- 
cludes 10 day free 
trial details. Write 
“BANTAM 10” on 
your letterhead or 


Ask for Brochure A postcard, and mail 
today to: 
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New York 16, N. Y 
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iding Machines! 
Vinding Clock Co Inc 


Why Pass Up Extra Commissions? 


Leading passbook manufacturer now has sev- 
eral territories open for aggressive men call- 
ing on banks to sell all types of passbooks 
and pocket check covers. Commission basis. 















WILLIAM EXLINE, INC. 
1270 Ontario Street ¢ Cleveland 13, Ohio 























Sane: we'll lend a hand... 


We’ve been helping customers establish themselves in 
business in Utah and the Intermountain West 
since 1909. Just say the word and our banking 


facilities are at your disposal. 








The Continental Bank 


and Trust Company 
OF SALT LAKE CITY 


MAIN OFFICE: 200 South Main Street = 
CENTRAL BRANCH: 1575 South Main Street ‘ 






Member Federal Reserve System © Member Federal Deposit Insurance Corporation 
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sold by the firm as check sellers 
Bank of America National Trust & 
Savings Assn., v. Cole’s Check Service. 
Inc. 293 P. 2d, 67 (1956). 


e e 4 


Note in Due Course 


The United States District Cour: 
for the Eastern District of Idaho re- 
iterated the commonly accepted rule 
that a negotiable instrument may be 
held in due course even though there 
was a failure of consideration on the 
part of its payee. 

The action was brought by the 
United States as the assignee of a 
bank under the terms of the bank’s 
insurance contract with the govern- 
ment wherein the United States in- 


| sured payment of loans made pursuant 
| to the National Housing Act. 


The bank purchased a note from its 
payee who had furnished materials 
for use on the defendant’s home, which 
materials constituted the consideration 
for the note. The defendants claimed 
that the materials furnished were so 
defective that they could not be used 
for the purpose for which they were 
purchased. The bank had no knowledge 
of defects in the materials until after 
it took the note. The Court pointed 
out that this would have no effect on 
the bank’s status as a holder in due 
course because that had to be de- 
termined as of the time the bank took 
the note. 

“In order to defeat the right of a 
purchaser of a note to recover,” said 
the court, “it is necessary to either 
show actual knowledge of the defect 
or notice of such facts and circum- 
stances as would charge him with 
actual bad faith in taking the paper 
without investigating the circum- 
stances.”’ 

The United States, having derived 
its title from a holder in due course, 
had all of the rights of the former 
holder, subject only to defenses which 
the maker had against that holder. 
United States v. Skinner, 137 F. Supp. 
234 (1956). 


5 e e 


Tax Savings in 
Trust Case 


The fluctuations of the stock market 
and the merger of a bank played prom- 
inent roles in this case. In its final 
adjudication considerable savings ‘'" 
tax money were made for the estate of 
a man who had held a large block 0: 
stock in the merged bank. 

The decedent had owned 20 per cent 
of the outstanding shares of the Fulton 
Trust Company in New York City at 
the time of his death in June, 1948. 
Subsequently, from January to July, 
1949, 1,460 shares of Fulton Trust 
Company stock were bought and sold 
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When clients ask 
about the West 


l reach for my 
MOA Factfile!” 


“Ts surprising how many of the bank’s 
clients are ‘looking West’ these days—ask- 
ing for information and advice about 
locating branch plants there. To answer 
their wide range of questions, a 
banker needs a handy, up-to-the- 
minute reference source. One of 
the best is the MOA Factfile.” 


Yes. The MOA Factfile is a good reference source. Number One Population Center, with 57,000 more 
In it are Data Sheets answering almost every ques- _ population than San Francisco County. 

tion an expansion-minded executive couldaskabout — ggoner or later some of your clients will be inter- 
the Metropolitan Oakland Area, which includes all ested in this area. Be prepared to answer all their 
questions by using the MOA Factfile and the special 
In effect, it’s a “pre-plant survey” of Climate, Labor, Industrial Survey Reports made available with it. 
Markets, Distribution and Transportation, and Liv- 


ing Conditions, with facts kept up-to-date through 


of Alameda County, California. 


JUST CLIP AND MAIL THE COUPON BELOW —TODAY. 
~; It will bring you your MOA Factfile containing all cur- 
frequent FCVISIONS. rent Data Sheets and make sure you get new Data Sheets 
224 nationally-known firms now have plants in as they are issued. 


Alameda County, on the mainland side of 
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San Francisco Bay. It is Northern California’s 1! i 
: METROPOLITAN OAKLAND AREA : 
, SUITE 302 + 1320 WEBSTER STREET »* OAKLAND 12, CALIFORNIA i 
ALAMEDA i Gentlemen: Please send me__ _sets of the New MOA FAcTFILE. : 
etropolitan ERKELE’ . | ~ 
BERKELEY 
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Quarterly 
Nividend 


A welcome dividend is paid each quarter to client 
banks in the form of a free portfolio containing news- 
paper, spot radio, bus card, counter card, poster and 
billboard advertising materials to help banks obtain a 
greater volume of THrirTICHECK accounts. 


THRIFTICHECK is the complete, dignified, successful 
plan of low-cost, no-minimum-balance checking. Its 
popularity is proven by millions of THrirtriCHEcK 
customers in more than 700 communities across the 
nation. 


Exclusive THriFtTICHECck rights are granted to but one 
bank in an area. In addition to furnishing complete 
advertising and promotional material quarterly, 
TuHRIFTICHECK provides all operating supplies, and 
on-the-premises imprinting equipment with (optional) 
patented name tube library system—all without invest- 
ment by client banks. Smooth functioning is assured 
whether a no-minimum-balance plan is being installed 
for the first time, or a changeover is being made from 
an existing plan. For full details, write 


THRIFTICHECK SERVICE CORPORATION 


100 Park Avenue « New York 17, New York 

















by the public with a price fluctuation 
of between $142 and $158. In Septem- 
ber, 1949, The Fulton Trust merged 
into the New York Trust Company, 
and its stockholders were paid $259 
per share for their stock. 

The executor of the decedent’s estate 
in 1948 had chosen one year later as 
the time to evaluate the assets of the 
decedent’s estate. On that valuation 
date the stocks of all New York banks 
were selling at prices below their book 
value owing to the 1949 earnings 
which declined as a result of rising 
costs of operation, declining interest 
rates, and the increased reserves re- 
quired by the Federal Reserve Bank. 

The transactions nearest the valua- 
tion date chosen by the executors were 
in May of 1949 when 20 shares were 
sold at $146 and 40 shares, at $148.50. 
Consequently, the executors valued the 
stock at $147 per share on the basis 
of its fair market value at the time 
nearest the valuation date. 

However, the Commissioner of In- 
ternal Revenue claimed that the mar- 
ket sales were too small to determine 
the fair market value accurately, and 
that true measure of value was the 
amount paid by virtue of the merger. 
The Commissioner also claimed that 
the decedent’s stock had a higher po- 
tential value because of the control 
inherent in the size of the block. 

The United States Tax Court dis- 
agreed with the Commissioner and 
upheld the fair market value of the 
stock on the valuation date chosen by 
the executors. The court said that 
the evidence was that the market as 
it existed and as it had been during 
the preceding months in 1949 before 
the valuation date could not have ab- 
sorbed larger lots than were sold and 
yet maintain the $147 valuation. 
Estate of Bernon S. Prentice TC 
Memo. 1956-3. 
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Marginal Notation on 
Promissory Note 


Before signing a note he had made 
with a co-maker, the true maker ap- 
pended the words, ‘‘Pamt. when trus- 
teeship is sold,” and added his initials. 
Later, despite the fact that the term 
for payment had expired, a California 
court of appeals held that the trustee- 
ship had to be settled before the maker 
became liable on the note. The trustee- 
ship referred to was that for a miss- 
ing person whose “widow” was the 
co-maker of the note. 

The lower court held that an action 
could be brought against the widow, 
who had not initialled the note and 
since it was ambiguous as to whether 
the special provision applied to her. 
The ambiguity thus was attributable 
to the widow and the lower court was 
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Worthy of study - this modern arrangement 
of tellers counters built from standard 
component units by Herring-Hall-Marvin 


For the equipment of a new banking room or the remodeling of an 
old one, we have developed a remarkably flexible system for build. 


ing custom-designed bank counters at production prices. 


The photo above shows the tellers’ side of the counter in the 
handsome new office of the Springfield (Mass.) Five Cents Savings 
Bank. The photo below shows the attractive, modern front of the 


counter with convenient ledge. 


Not shown in the photo above are the computing machines 
which rest on the omnibus stands. This is a practical method of 
space saving, since the unit serves the double purpose of a mov- 


able stand for the machine and a locker for papers and cash. 


Ls: 








NEW, DELUXE CATALOGUE 
FREE ON REQUEST 


There’s a wealth of information and 
inspiration in this new, profusely 
illustrated catalog of bank counter 
components. It’s worth studying, 
whether your plans for new main or 
branch office equipment are in the 
dream or blueprint stage. Just ask us 
to send Catalogue of Bank Counter 


Components. 


HERRING +» HALL + MARVIN SAFE 
COMPANY, HAMILTON, OHIO 








The New Rand M¢Nally 


International 
Bankers Directory for 


OSE 








Set in easy to read type 

Designed especially for faster reference work 
Telephone numbers included 

Complete foreign as well as American listings 


Accurately tabulated and designed for 
easy comparison of statements 








PUBLISHED CONTINUOUSLY SINCE 1872 
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| upheld in saying that it could not rea- 
_ sonably conclude that she had intende« 
| to adopt the marginal notation as : 


part of her contract. 

The Court found that the specia 
writing was placed on the note withou 
the knowledge and consent of tix 
payees, and that the writing was per 
sonal to the defendant who had in- 
itialed it. Since the plaintiffs elected 
to sue on the note with the initialled 
memorandum rather than attempt a 
reformation of the note, they were 
bound by the “. . . settled law of con- 
tracts, that where a marginal notation 


| is placed upon a promissory note by 


the maker before he signs the note 
with the intention of making the mar- 
ginal notation a part of the contract it 
becomes a substantive part of the note 


| to which it is so affixed.” 


The plaintiffs’ argument that the 
marginal notation was an unauthor- 


| ized alteration of the contract was met 


by the Court’s finding that the note 
did not become a contract until it was 
executed and delivered. 

Rogers v. Harris, 291 P. 2d 68 (1955). 


CORRESPONDENT 
BANKING 


CONTINUED FROM PAGE 37 


of the farmer—that is a point not as 
yet determined. 

John Crocker also initiated what is, 
so far as we have been able to ascer- 
tain, the first correspondent bankers’ 
party on record. The first of these 
events dates back to 1939 when John 
spontaneously invited a group to have 
dinner with him in Decatur. That 
year there were 28 bankers from 19 
banks; last fall we had 325 bankers, 
representing 99 banks. These enjoy- 
able occasions started out as social 
evenings, informal to the fullest; they 
have now stretched into afternoon and 
evening gatherings, still of a strictly 
informal type. From time to time, over 
the years, they have been supple- 
mented by periodic clinics at which 
specific, timely subjects have been 
discussed. On all occasions those of 
us at the Citizens have enjoyed the 
meetings even more than our guests. 

An incident early in Mr. Crocker’s 
correspondent campaigning illustrates 
why he was successful. On one occasion 
he was talking to a small town banker 
at a time when the latter was pre- 


| paring to send some heavy sacks of 
| pennies to the Federal Reserve Bank. 
| John had been calling on this banker 
| for some time, suggesting the possibil- 


ity of establishing an account at the 
Citizens. He had extracted a promise 
that when and if the occasion should 
arise, the relationship would be con- 
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of | Post-To-Check is the most efficient and Can you afford not to get these benefits? 
the | economical checking account system known. ie 

ts. Service is improved, methods simplified, So that your Post-To-Check decision can 
ate errors and costs are reduced. The average be based on actual facts, we have prepared 
ia cost of complete Post-To-Check installa- two motion pictures showing the system 
ae tion is 60c per account . . . while the aver- in use, flow charts, literature, operational 
re- age saving with Post-To-Check is 90c per booklets . . . everything you need is yours 
: account per year. for the asking. 

nk. § 

ker § 

bil- § 

the | € & 

ise § 

uld § 

mei REPRESENTATIVES tN MOST PRINCIPAL CITIES 
use 





‘ May, 1956 87 





















am eS SA 
BY APPOINTMENT 
TO HER MAJESTY THE QUEEN 
PATENT LOCK AND SAFE MAKERS 

































































cannes Lt 


























xX 








Tht +4 H 
y || 





















































































$44) x 








Ut 











DE 

















































































































A very large Chubb Safe Deposit Installation with 

Treasury Doors was supplied to the Head Office of an 

important Eastern Bank. The Depository itself is on 

two levels, with the main entrance door conveniently 
| sited to give easy access to both upper and lower floors; 
every inch of space is thus utilized to the full. The room 
is fully air-conditioned, and the lighting fitments are an 
integral part of the design. 









































The installation is another fine example of the Chubb 
Custom-Built Design Service. For all security problems 
get into touch with the Chubb Organization. 























C H U B B provide world-wide service from their 


factories at Toronto, Canada - Sydney, Australia 
Johannesburg, South Africa - Wolverhampton, England 
and agents in every principal country 























CHUBB & SON’S LOCK AND SAFE CO. LTD. 
175-176 TOTTENHAM COURT RD., LONDON, W.I 













































































summated. When John learned that the 
pennies—$210 in total—were going tc 
the Fed, he suggested that he would 
take them himself, providing he could 
give the banker credit for them. The 
banker, intrigued by the idea of such 
a ludicrous suggestion, laughingly 
said: “If you are crazy enough to ask 
for them, I’ll let you have them.” John 
lugged the pennies out to his car and 
took them to Decatur. Subsequently 
the account became a most valuable 
one! 


OHN’S reputation for achieving the 
unusual spread among his banker 





| friends. When one of them in the 


northeastern section of the state had 
constructed a new elevator but was 
unable to obtain power at the harvest 
time when it was urgently needed, he 
called John. Through the media of the 
telephone Crocker went to work; a 
call here, a question answered there, 
a promise extracted from a friend— 
that was all there was to it. The next 
morning his banker friend called. “I 
knew you could do it, John; but I called 
you as a last resort. Thanks a lot.” 

In that first year of 1937 nine 
banks established a correspondent re- 
lationship with us. In 1938 ten more 
were added to the list; in the period 
from 1937 to 1950 Mr. Crocker was 
able to obtain in excess of 100 cor- 
respondents. 

In 1950 John Crocker became presi- 
dent, and the writer took over the 
supervision and promotion of cor- 
respondent relationships. At just about 
this time, too, there came about an- 
other change which illustrates the need 
for flexibility in keeping correspondent 
service in tune with the times. 

Whereas it had been the practice of 
processors to buy much of the crop 
during the harvest and store the grain 
in country elevators, they now began 
a program of building and expanding 
their storage facilities in Decatur. At 
the same time they transferred much 
of the buying and shipping responsi- 
bility to brokers. When this became 
widespread, the number of points 
throughout the state from which grain 
had heretofore been shipped direct to 
Decatur dwindled away. Brokers at 
strategic points first acquired the 
grain, and drafts came to us from only 
a few centrally located points. As a 
result many of our accounts became 
dormant; a few were lost without suf- 
ficient cause for re-establishing them. 

To alleviate this situation, a new 
plan was formulated—one that it was 
believed would again make it worth- 
while to carry an account with the 
Citizens. Such a plan, of course, re- 
quired activity, for it is axiomatic that 
correspondent balances vary in pro- 
portion to activity. 

The plan devised was not an inno 
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“HIRST in Atlanta 


First National Bank of Atlanta 


SIX # ONE 


First Bank in America to display 


0 DOUBLE IIs 


FIRST 


NATIONAL 














TWO DOUBLE TT, SENIORS, for the 


First National Bank of Atlanta. 





FOUR DOUBLE TT, JUNIORS, for the 
First National Bank of Atlanta. 






In April of 1955, the First National Bank of Atlanta installed its FIRST DOUBLE TT. 
So pleased was the Bank with the community acceptance of its new Double TT Time 
and Temperature Display that less than three months later THREE ADDITIONAL 
DOUBLE TTs were ordered for use on the First Nationa! s Atlanta Branches. In Janu- 
ary of this year, the Bank ordered TWO MORE DOUBLE TTs for additional Atlanta 
branches — a total of SIX Double TTs in all— TWO Double TT, SENIORS, and FOUR 
Double TT, JUNIORS. Here is PROOF of PERFORMANCE SATISFACTION Dou- 
ble TT Time and Temperature Displays deliver for Financial Institution sponsors — 
proved in appreciated public service — proved in rapid symbolized identification! 


Nearly TWO HUNDRED Financial Institutions all over the U.S.A. are experiencing the 
remarkable advertising success Double TT generates. Frank, written, sponsor appraisals 
of Double TT are available to you in the new, free booklet, “THE WORD GETS 
AROUND IN FINANCIAL CIRCLES,” without cost or obligation. Write today — or 
send the coupon below. 


You'll see 
DOUBLE TT 


wherever you go 
coe M 
CHICAGO 

NEW YORK CITY 
BOSTON 
HOUSTON 
ATLANTA 

LOS ANGELES 
TOLEDO 
MACON 

SAN FRANCISCO 
GRAND FORKS 
WASHINGTON, D.C, 
SEATTLE 
MOBILE 

JERSEY CITY 
TOPEKA 
OMAHA 
MINNEAPOLIS 
SALT LAKE CITY 
CLEVELAND 
KANSAS CITY 
SPOKANE 
AUSTIN 
BILLINGS 

GARY 

MEMPHIS 
PUEBLO 
TACOMA 

SAN ANTONIO 
OAKLAND 
PASSAIC 
JACKSONVILLE 
HAMILTON 
CASPER 

SAN JOSE 
PHOENIX 
MAUMEE 
CHEYENNE 
RAPID CITY 

and in scores of 
other American 
Cities 


WX Double TT, Senior, and the new, low-cost Double TT, Junior.are re~- 
served for the exclusive sponsorship of America’s Financial Institutions 


U. S. Patent No. 2,673,976 — Other Patents Pending = 


AMERICAN SIGN AND 


- 






only Time and Temperature display contractually guaranteed AC- 
CURATE to the minute in Time, to the degree in Temperature 





NATIONAL SALES OFFICE: 8 South Dearborn St., 


INDICATOR CORPORATI 
/ 


Originators and exclusive manufacturers of DOUBLE TT, the | American Sign and Indicator Corp. 

j 8 South Dearborn Street, Chicago 2, Ill. 
/ Gentlemen: Please send me your free DOUBLE TT 
/ Booklet, “THE WORD GETS AROUND IN FINANCIAL 
/ CIRCLES,” together with other information on Double 


ON 


~ 
7. 


Title... 





L & 
Chicago 2, Ill. HOME OFFICE: E. 808 Sprague 
Ave., Spokane 3, Washo gf Name 
Institution 





Over 200 established service agents thruout the U.S.A. 
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American National Bank, Photograph by Dewey G. Mears, 


1800 W. 6th St., Austin, Texas 


Always Fair Weather 


behind these 
“always closed” doors! 


Summer heat stops at the street, sealed out by revolving doors 


that are “ 


always open” yet “always closed” — the only doors 

that keep conditioned air inside, in the “profit zone’? — 

however heavy the in-and-out traffic. Savings on cooling costs 

(and heating costs too!) run 25% and more. And a revolving door 
entrance offers many more cost-saving, money-making advantages 
that you should know about ... now. Available with manual 


or automatic power operation. 


See Sweet’s Architectural File No. 16f 
Or Classified Section of Your Telephone Directory 


REVOLVING DOOR ENTRANCE DIVISION 


INTERNATIONAL STEEL COMPANY 
2104 EDGAR STREET © EVANSVILLE 7, IND. 

















vation; it had been tried before in 
many areas. It was merely the caie- 
fully planned, carefully executed estab- 
lishing of the Citizens National Bank 
as a regional clearing point for Centre] 
Illinois banks. We believed it was pos- 
sible to provide a worthwhile service 
to our correspondents through the di- 
rect sending of daily letters, speediny 
the collection not only of grain drafts 
but also other cash items. 

As a starting point we first de- 
termined the extent of our “region.”’ 
This involved a study of mail sched- 
ules. In times past when such a plan 
was attempted, mail schedules had 
been the bugaboo. When the postal 
authorities instituted the present day 
“star routes,” carrying mail by truck 
rather than rail, it was no longer nec- 
essary for mail to follow the round- 
about circuit of the railroad. As we 
made calls through the state, we would 
send postal cards to the bank, having 
first arranged that they be _ time- 


| stamped upon arrival. Our findings 


disclosed that 90 per cent of the items 
sent to us from correspondents reached 
us in the next morning’s mail. In that 
remaining 10 per cent we _ usually 
found it possible to work out a plan 
where, by cutting off their letter to us 
an hour earlier than closing time, we 
could save a full day in collection time. 

In promoting the plan two outstand- 
ing points were emphasized. We could 
reduce the float of each participating 
bank, through providing a quicker 
collection, and we could minimize 
handlings with a _ resultant fewer 
errors in sorting and listing. Since we 
send each clearing bank a letter each 
day, dishonored items are back in their 


| hands much quicker than usual. This 
| is a service they are pleased to point 
| out to their customers. 


O establish such an arrangement, 
we learned it was necessary to pro- 


' ceed slowly and cautiously. A small 


group of banks within a relatively 
small area must start the operation 
simultaneously. The perimeter of this 


' nucleus, or neighborhood, of banks was 


then expanded. By starting these 
“neighborhoods” in various directions 
from Decatur, we proceeded to fill in 
the space by adding banks to the list. 

Through a gradual process the num- 
ber of banks participating and ¢o- 
operating in the plan was increased 
so that we are at present clearing di- 
rect for approximately 45 banks, han- 
dling all items drawn upon the banks 
on our list. We are convinced that th 
results justify a further expansion 0! 
the program to include all banks with- 
in a wide radius of Decatur. For the 
most part we have had an enthusiastic 
response to our plan; we know we have 
assisted materially in reducing beok- 
keeping headaches resulting from the 
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DIEBOLD “KNOW-HOW’ 


made motor banking profitable for us 


Our customers needed drive-in banking service. We wanted to offer it 
to them. But, our staff could not reach an agreement on how to provide 
the service. The fact that our location had been selected and our build- 
ing erected prior to the motor banking era, posed some problems. 


Then someone suggested that we examine the Diebold MOTOR BANK- 
ING book. It gave us just what we needed ... examples of motor banking 
installations made under limitations similar to our own. 


Best of all Diebold did not recommend that we “duplicate” any installa- 
tion. Their representative showed us how to study our community, our 
customers and their motoring habits so we would know ... what type 
of service to offer .. . how many windows to install .. . where to plan 
for expansion . .. how to use available space effectively. 


As a result our drive-in service has operated smoothly and profitably 
from the start. Our customers enjoy it. Our staff is delighted with it. 
And, because Diebold helped us through the critical pre-installation 
studies, we have avoided costly trial and error. 


Hundreds of banks have had similar experiences. Having equipped 
thousands of the nation’s drive-in and walk-up banks, Diebold has the 
experience required to make motor banking practical and profitable. 
Ask to examine MOTOR BANKING ...a 154-page Diebold study ... 
the most authoritative treatise ever published on the subject. Write today. 


PROTECTED BY 


Diebold 


903 MULBERRY RD., S. E. © CANTON 2, OHIO 


TV “tpt Lae 
QUESTION 





Diebold, Inc. 
903 Mulberry Rd., S. E. 
Canton 2, Ohio 


1 wish to examine a copy of your study, “MOTOR 
BANKING.” 
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Individual Title 
Street 
City Zone —— State 
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THE PEN THAT FILLS ITSELF 








MODEL 444 DESK SET 
for general office and 
public counter use. 








MODEL 4410 DESK SET 
colored Permalite bases 
for that ‘‘important”’ look. 







MODEL 4430 DESK SET 
onyx or carrara bases 
that say, ‘‘boss man’”’. 


neady to wule 


The Esterbrook Desk Pen fills itself instantly—every time 
you return the pen to its socket. The base holds 40 times more 
ink than an ordinary fountain pen. Needs no attention for 
months on end. Try one on your desk for 30 days. Your 
money refunded if you are not completely satisfied. 


CHOOSE THE RIGHT POINT FOR THE WAY YOU 
WRITE — BY NUMBER. More than 30 point styles. 





€ THREAD THE POINT OF YOUR CHOICE INTO THE BARREL 


THE ESTERBROOK PEN COMPANY, CAMDEN 1, NEW JERSEY 


The Esterbrook Pen C 





pany of C da, Ltd., 92 Fleet Street, East, Toronto 


COPYRIGHT 1956, THE ESTERBROOK PEN COMPANY 
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heavy volume of items that are chan- 
neled through larger money centers. 

Our studies indicate that the plan 
has achieved a desirable objective fc: 
the Citizens as well. Taking fourteen 
clearing points as a criterion, we found 
that not only did those fourteen ac- 
counts have considerably less fluctua- 
tion in balances, the balances them- 
selves were greater than heretofore. 
When compared with non-partici- 
pating accounts, the evidence in favor 
of the plan is all the more startling. 

In cultivating this type of business 
we feel we have some important ad- 
vantages over larger banks at more 
distant points. We are closer person- 
ally as well as geographically to the 
correspondents in our regional area. 
Our systems and practices are more 
nearly comparable to theirs, and we 
have a first-hand knowledge of their 
operating and management problems. 
We make no attempt to supplant the 
city correspondent; we supplement his 
service. We supply no investment ad- 
vice, hold no safekeeping, provide no 
foreign exchange. We aren’t sufficient- 
ly large to enable an officer to devote 
full time to the securities market, sug- 
gesting instead his Chicago or St. 
Louis or New York correspondent is 
better equipped for providing this type 
of help. But we do feel we can do an 
equally good job in the solution of his 
loan, his collection, and his operating 
problems. 


OME comments from nearby bank- 
ers seem to bear this out. For in- 
stance, H. E. Rogier, president of The 
First National Bank of Vandalia, re- 
cently stated: “We have found the 
Citizens National helpful to us in many 
ways, as they have had a lot of experi- 
ence in farm management and farmer 
financing of all kinds. We have drawn 
upon their storehouse of experience on 
many occasions in connection with set- 
ting up our own farm loan program, 
and they have also been very helpful to 
us in making available their various 
forms and systems they use in connec- 
tion with the farm management serv- 
ices of their trust department. Since 
they are farm minded, they have made 
available to us, whenever needed, par- 
ticipation in agricultural loans and 
have furnished us a market for the 
excess Commodity Credit Corporation 
grain storage loans on a few occasions 
when we felt we were overloaded with 
them. We feel that any bank located 
in an agricultural community would 
do well to consider using such a corre- 
spondent service.” 

On the check clearing program, C. 
Springstun, president of the First 
State Bank of Morrisonville, has re- 
ported: All of the banks in our area 
have eliminated considerable float. We 
are 40 miles away from Decatur and 
220 miles from Chicago. By clearing 


Burroughs Clearing House 





M: 











d 

C- 

A= 

= 

e. 

i- 

yr 

a, ’ « 

SS 

d- 

re 

n- 

1e - 

a. y 

re 

ve 

ir 

iS. 

ne 

is 

d- 

10 ° . Cie ° 

“a The eagle and the robin are easily distinguished 

te —not only because of their great difference in 

g- size but also because of their different charac- 

i teristics. 

1S 

os There are distinguishable differences between 

te title insurance companies, *too—important dif- 

ig ferences, not only in strength and protection 
but also in service and reputation. 

k- 

n- In the national title insurance field, Lawyers 

he Title is outstanding in many ways and par- 

- ticularly in the amount and character of assets 

a available for the protection of policyholders. 

vd ia ; 

- Lawyers Title is larger, financially, than any 

vn other company engaged exclusively in the title 

on business. Its policies are readily accepted by 

Z investors throughout the nation. 

- They know 

us y ee 

Cc THERE IS NO BETTER TITLE INSURANCE 

ay Se THAN A POLICY ISSUED BY 

ce bo oma | 

de 


TITLES INSURED THROUGHOUT 43 STATES 
THE DISTRICT OF COLUMBIA, PUERTO RICO 
nd AND HAWAII 





he NATIONAL TITLE DIVISION OFFICES 
on 
ns Chicago New York 
: . 
th BRANCH OFFICES IN: 
ed Akron, O. Detroit, Mich. Norfolk, Va. 
Atlanta, Ga. Flint, Mich. Pittsburgh, Pa. 
ld Augusta, Ga. Freehold, N. J. Pontiac, Mich. 
Birmingham, Ala. Grand Rapids, Mich. Richmond, Va. 
ce Camden, N. J. Macon, Ga. Roanoke, Va. ; 
Cincinnati, O. Marietta, Ga. Savannah, Ga. nsura iat or Or '@) fe! 1(@) a] 
‘ Cleveland, O. Miami, Fla. Springfield, III. 
iM Columbus, Ga. Mount Clemens, Mich. Washington, D. C. 
7 Columbus, O. Newark, N. J. White Plains, N. Y. 
st —— my New Orleans, La. Wilmington, Del. 
ees ayton, O. Newport News, Va. Winston-Salem, N. C. tT. . fe ‘2 
€ 4 Decatur, Ga. New York, N. Y. Winter Haven, Fla. ls teltits Oh iiters ag Patel taatenate . Virginia 
ea } 
Ve E REPRESENTED BY LOCAL TITLE COMPANIES 
d ; IN MORE THAN 200 OTHER CITIES 
n ? 
ng oi 


se (May, 1956 93 








through Decatur on items in this area, 
the items are cleared and paid on the 
second morning out. A check drawn on 
these same banks clearing through 
Chicago would require seven days be- 
fore being returned if deposited Fri- 
day. Customers soon notice the reduc- 
tion in float time under the Citizens’ 
plan. Actual payment of items is what 
is desired, not just credit.” 

Also commenting on the success of 
the check clearing plan, E. L. Crane, 
president, Farmers State Bank of IIli- 
opolis, has said: “It does result in 
speedier collection, and in case of non- 
payment it ordinarily saves a couple 
of days in the receipt of that informa- 
tion by sending banks.” 

In the matter of excess loans, O. M. 
Smith, president, The Citizens Na- 
tional Bank of Paris, recently wrote: 
“Being in a small town in a small 


bank, unfortunately we are quite often 
called upon to finance sound business 
transactions which we cannot handle 
because our capital structure is too 
small. It is a very comfortable feeling, 
as well as a profitable arrangement, 
when all we have to do is call the 
Citizens National and the excess part 
of the loan will be available imme- 
diately.” 

Despite the fact that we have not 
attempted any kind of cost analysis, 
we are convinced our correspondent 
bank department is profitable. Some of 
the advantages do not lend themselves 
to statistical measurement. For exam- 
ple, many people moving to Decatur 
from outlying points are referred to 
us by our correspondents. The relation- 
ships we have make it easy to check 
with these institutions on credit ap- 
plications from former residents of 


Sf ° ° 


many smaller communities. 

Furthermore, as a result of loan 
participations, the assuming of excess 
loans, the acquisition of FHA and 
Commodity Credit paper, we have ob- 
tained considerable loan business that 
we would not otherwise have received, 
usually at a time when we were seek- 
ing loans. Not to be overlooked, of 
course, are the earnings on our corre- 
spondents’ balances. And our numer- 
ous contacts with these other banks 
help to broaden our viewpoint, keep 
us in closer touch with the important 
trends throughout our area, and pro- 
vide a social relationship that we hold 
in high regard. 

We are sold completely on the value 
and feasibility of an active, substan- 
tial correspondent bank business for 
the medium-sized institution, devel- 
oped on a regional basis. 


RELWIGORATED WORLD BANK 


CONTINUED FROM PAGE 39 
David J. McDonald, President, 
United Steel Workers of America, 
Pittsburgh, Pennsylvania. 
Warren Lee Pierson, Chairman of 
the Board of Trans-World Airlines 
and Chairman, United States Council, 


International Chamber of Commerce, 
New York City. 

Russell G. Smith, Executive Vice- 
President, Bank of America National 
Trust and Savings Association, San 
Francisco, California. 

William S. Swingle, President, Na- 
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tional Foreign Trade Council, New 
York City. 

While the Bank’s objective is to 
further our foreign trade throughout 
the world, the Bank does not compete 
with private capital but works with 
and through private banks. The paper 
in the Bank’s portfolio is for sale 
without recourse at par and accrued 
interest, and in certain instances with 
recourse for an agreed fee. 

Since the Korean War, the world’s 
trade picture has changed from a 
seller’s to a buyer’s market and today 
ten or more countries are assisting 
their manufacturers and exporters in 
one way or another. Recently there has 
come a new development, economic 
competition from the Soviet Union. 


S an independent government 
agency, the Export-Import Bank 
of Washington is the principal inter- 
national lending arm of the United 
States. Its mission is to assist, sup- 
port, and encourage, by several means, 
the overseas trade of United States 
private enterprise. It meets the needs 
of overseas traders in a variety of 
ways. These are described in a new 
pamphlet ‘Financing United States 
Overseas Trade” as follows: 

The Bank “has made loans to private 
companies and to governments to 
finance the purchase of United States 
equipment and services for the estab- 
lishment or expansion of industrial 
plants and public works. It has estab- 
lished credits with banks overseas to 
finance the sale of United States cot- 
ton and other export commodities and 
to supply dollar exchange essentia! to 
a resumption of a normal flow of trade. 
It has participated with exporters in 
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extending credit to their customers 
abroad. And it has assisted in financ- 
ing United States machines and tech- 
nical services required for the pro- 
duction of strategic and other ma- 
terials to be imported to supply the 
demand of United States industry. 
“While private sources generally are 
in a position to provide financial as- 
sistance to United States exporters 
where it is appropriate to quote short 
terms involving payment in 6 months 
or less, many exports require financing 
on medium or long terms which com- 
mercial banks usually are not in a posi- 
tion to finance unaided. It is for this 
type of assistance that the Export- 


Import Bank is designed.” 

Such assistance may take the form 
of direct loans to importers abroad. It 
also may take the form of guaranties 
by the Bank to permit private United 
States capital to undertake the financ- 
ing. Or the Bank may participate 
where private capital is prepared to 
finance a portion but not all of the 
export transactions. 

The Bank encourages private rather 
than public purchase, distribution, and 
utilization abroad of United States 
goods and services wherever possible. 
And the Bank actively seeks to arrange 
for financing of export transactions 
through customary commercial chan- 
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nels in this country and for provision 
of the financing to the maximum prac- 
ticable extent from private rather than 
government sources. 

When I accepted the appointment zs 
president of the Export-Import Bank. 
it was surprising to discover that not 
only was the Bank almost unknown 
to the United States public, it was not 
well known even in the banking pro- 
fession outside of the foreign trade 
field, and was not particularly well 
known in Washington itself. More 
than one Congressman or Senator has 
asked where the Bank is located. 

One of the first recommendations of 
the Bank’s new Advisory Committee 
was that Eximbank make a special 
effort to advise American business of 
the services it has available and to 
tell its story to the public. Accordingly 
Eximbank is now engaged in this 
special effort. 


OME months ago the Bank launched 

a series of meetings with com- 
mercial bankers throughout the United 
States to explain its services in detail. 
These meetings were arranged under 
the sponsorship of the Federal Reserve 
System. At the time of this writing, 
Eximbank had met with commercial 
bankers in Boston, Chicago, Cleveland, 
Kansas City and Dallas in day-long 
seminars. Many bankers participating 
in these meetings have told us the 
sessions have been extremely useful. 
Before the year is out we expect to 
have visited most of the Federal Re- 
serve districts of the country. 

The host Federal Reserve district 
banks have been enormously helpful 
and cooperative, sending out invita- 
tions for our meetings to the com- 
mercial bankers in their areas, making 
available facilities of their banks for 
the meetings, providing luncheons, and 
doing everything else possible to assist 
Eximbank. Without their assistance 
such a program could not have been 
undertaken. 

The discussions with the commercial 
bankers stress two major types of 
Eximbank activity: (1) ways in which 
the Export-Import Bank may assist 
commercial banks in extending greater 
accommodation to their export ac- 
counts, and (2) means by which com- 
mercial banks may help their exporting 
customers to obtain assistance from 
the Export-Import Bank so that a 
larger volume of export credit business 
may be done. 

On the first point, cooperation be- 
tween the Washington agency and 
commercial banks and other financial 
institutions may assist the banks in 
several ways to provide greater accom- 
modation to their export accounts. 
Commercial banks may be in a position 
under a guaranty from the Expert- 
Import Bank to finance export sz!es 
for their customers for periods and 
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amounts greater than they could 
undertake independently. Further- 
more, this keeps business in normal 
commercial channels rather than di- 
verting it to financing provided di- 
rectly by a government agency. 
Export transactions financed under 
such guaranties typically involve cap- 
ital equipment and other items where 
terms of up to 3 or 5 years are ap- 
propriate. A cash payment to the ex- 
porter by the foreign importer of at 
least 20 per cent of the invoice value 
is required. The remaining 80 per 
cent, or “financed portion,” usually is 
evidenced by the importer’s promis- 


sory notes payable to the exporter in 
United States dollars at a United 
States bank. Where advisable for 
credit reasons, payment is guaranteed 
by the importer’s commercial bank 
abroad. Both principal installments 
and interest on outstanding balances 
usually are payable semiannually. 
The Export-Import Bank expects 
the exporter to participate for his own 
account in the financing to the extent 
of not less than 20 per cent of the 
invoice value. This 20 per cent par- 
ticipation is on a pari-passu, or equal 
treatment, basis with the remaining 
60 per cent for which the Bank will 
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accept responsibility by purchasin; 
notes from the exporter with non- 
recourse or guaranteeing them fo: 
such purchase by others. The exporter, 
of course, is free to seek the assistance 
of his commercial bank in carrying hi; 
own participation of 20 per cent. 

Where possible, the Bank prefers t 
effect its participation with the ex 
porter by extending a guaranty of pay- 
ment of the notes in lieu of their direct 
purchase. This guaranty may run to 
the exporter where he himself is pre- 
pared to hold the notes to maturity. 
More frequently, however, it runs to 
his commercial bank. This procedure 
enables that bank to purchase these 
notes from the exporter without re- 
course on him. 

Under such a guaranty the Export- 
Import Bank is obliged to purchase the 
notes if a default in payment of either 
principal or interest should occur. As 
payment for its guaranty the Export- 
Import Bank receives a share of the 
interest collected on the obligations 
guaranteed. 

Preferable to either purchase or 
guaranty by the Export-Import Bank 
are the somewhat increasingly prev- 
alent instances in which a commercial 
bank is prepared to carry a participa- 
tion in the financing for its own ac- 
count. In such a case, participation 
in the financing by the Export-Import 
Bank may be substantially reduced. 

Export-Import Bank assistance ex- 
tended to United States exporters for 
medium and long terms is at least the 
equal of that received by exporters in 
other countries. 


HE second major point being cov- 

ered with commercial banks is how 
they may assist their export accounts 
to obtain the maximum benefit from 
the Export-Import Bank. Since the 
purchase or guaranty of the notes rep- 
resenting 60 per cent of the invoice 
value is made by the Export-Import 
Bank without recourse to the exporter, 
the Bank must satisfy itself in each 
instance that, in the words of its Act, 
it will have “reasonble assurance of 
repayment” by the foreign obligor. 
Such a decision involves two things: 
(1) the ability of the obligor to make 
payment in his own currency, and (2) 
the probability that the monetary 
authorities of his country will be able 
to sell the obligor the dollars he will 
require to complete payment in United 
States currency. 

The Export-Import Bank has ready 


access to the information required for 


a determination regarding the prob- 
able availability of dollars exchange 
but must obtain adequate credit in 
formation on the foreign obligor or 0} 
such foreign guarantor as may be 
offered. Until the Bank has had an op- 
portunity to build up extensive credi! 
files on foreign importers, it must look 
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primarily to the United States export- 
er for credit information on his cus- 
tomer abroad. 

It is at this point that the exporter’s 
commercial bank can render him, and 
thus the Export-Import Bank, a sig- 
nificant service. The commercial bank 
from its extensive experience is best 
able to advise its export customer on 
the information he should obtain for 
transmittal to the Export-Import 
Bank. It usually can assist in obtain- 
ing some of the information from its 
correspondents abroad. It can be of 
great help to the exporter and the Ex- 
port-Import Bank by aiding its cus- 
tomer to organize and evaluate the 
credit information before it is for- 
warded to Washington. It is only after 
receipt of this information that the 
Export-Import Bank is able to render 
assistance through purchase or guar- 
anty of the obligations issued by the 
exporter’s customer abroad. 


N addition to all the foregoing, the 

meetings with commercial banks 
also have discussed Export - Import 
Bank loans made at the request of for- 
eign importers of United States goods 
and services. These credits generally 
fall into three groups. 

The first consists of American en- 
tities desirous of establishing or ex- 
panding a productive enterprise in a 
foreign country. Such a firm is pre- 
pared to invest its own funds in the 
enterprise and sometimes welcomes the 
investment of capital from the host 
country. Where additional capital is 
required, however, it may ask the Ex- 
port-Import Bank for credit to finance 
the purchase of United States equip- 
ment and services. Such a loan is a 
direct stimulus to the exportation of 
American capital and know-how. 

The second group consists of similar 
credit applications from private en- 
tities domiciled in the country in which 
the development is to be undertaken. 
These companies also seek loans to 
finance the United States goods and 
services required for plant construc- 
tion or expansion. 

In the third group are credit appli- 
cations by foreign governments them- 
selves, or their agencies, and by cen- 
tral banks. These loans may be to 
finance the cost of United States equip- 
ment and services for development 
projects, to procure United States 
commodities such as cotton or tobacco, 
or to fund commercial dollar arrear- 
ages so that private trade may be con- 
tinued on a normal basis. 

It was emphasized that the purpose 
served by each one of these three 
groups of loans is the same as that of 
an exporter credit. This purpose al- 
ways is to assist United States exports. 
The fact that the request for financial 
assistance happens to be presented by 
the United States seller in one case 
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and by the purchaser abroad in an- 
other is of little significance. Where 
equipment from many different sup- 
pliers is required for a single project, 
however, a single all-embracing loan 
request from the purchaser is prefer- 
able to a multiplicity of exporter cred- 


it applications for the same project. 

In general, the loans of the Export- 
Import Bank have financed the export 
of United States materials, equipment 
and services required for the estab- 
lishment or expansion of productive 
enterprises that will add to the na- 








(— 





BANK of LONDON & SOUTH AMERICA 


CAA LIMITED BRO 


93 Years... 62 Branches 


in South and Central America, England, 
France, Portugal and Spain 


Complete International Banking Service 











Standard Window Wrappers 


Self-Register Denominations 





Heavy duty golden brown Kraft 
paper printed in green distinguishes 
these popular window coin wrappers. 
Each size coin automatically regis- 
ters amount and denomination in 
‘large size window. Made in both 
23/, and 4’ widths to fit 10 standard 
wrappings. Special paper makes 
ends easy to crimp and hold. Write 
today for free colorful catalog and 
price list. 


Since 1900 wherever 
money is wrapped. 


tandard vp PAPER GOODS 





MANUFACTURING COMPANY 
WORCESTER 8, MASS. 
A Complete Line of Money Wrappers 


100 








if it will do this... 


Make Check Sorting 
FASTER... 






54 
4 
Mang 





No. 2213 
Bank 
Sorter 


BANK CHECK SORTER 


For daily sorting in bank bookkeeping de- 
partments the Kohlhaas Bank Check Sorter 
will outperform any manual sorter on the 
market in Speed, Ease-of-Operation and Ac- 
curacy. Has all of the operator designed 
features for improved sorting efficiency. Avail- 
able with Alphabetical and Name Guides to 
suit your requirement. 


a 


FURTHER INFORMATION — PRICES 


the KOHLHAAS co. thst 





tional income of the importing coun- 
try, increase the standard of living cf 
its people, improve its economy and 
expand its production for export. 

Eximbank has an unmistakable Con- 
gressional mandate (under Public Law 
570, Second Sessions of the 83rd Cor- 
gress) that American producers in 
need of credit facilities sufficient t» 
compete in the present highly com- 

|petitive world market shall be given 
Export-Import Bank assistance wher 
warranted. 

An expansion in financing of United 
States exports decreed by the Congress 
has therefore begun. And it is taking 

\place without altering the basic pol- 
|icies and principles that have char- 
|acterized the Bank’s solid lending 
record in the past. In emphasizing the 
necessity for a positive and expanded 
| program, the Congress was specific 
/upon one point; i.e., that it did not 
|propose that any unsound lending 
practices should be followed in order 
to increase the volume of loans made. 

In the period from July to Decem- 

ber 1955, the latest for which figures 
are available, the Bank authorized 74 
new credits totaling $181.3 million. 
These credits may be summarized: 





Number Amount 
of of credit 
Applicant Credits (millions) 
Overseas buyers of 
U.S. products ... 16 $131.7 
United States firms: 
(a) Export credit 
meee ............. 40 28.8 
(b) Exporter 
credits .......... 18 20.8 


In addition, the Bank, upon the re- 
quest of United States exporters, ap- 
proved 39 transactions under exporter 
credit lines in an aggregate amount 
of $5.0 million and made allocations 
of $23.9 million under previously 
authorized credits to foreign appli- 
cants. 





HE Bank’s new exporter credit line 

program was inaugurated by the 
first two lines in November 1954. Since 
that time 130 exporter credit lines 
have been authorized to the extent of 
$173.4 million. 

The first transaction under a line 
of credit was approved on April 5, 
1955. Since then the use of the lines 
has been expanding steadily. Trans- 


actions under exporter credit lines 
authorized during the calendar year 
1955 were as follows: 
Amount 
of credit 
Period Number (millions) 
First half 1955 6 $1.3 
Last half 1955 39 5.0 
Total 45 $6.3 


The 45 transactions under lines author- 
ized during the calendar year 195& in- 
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volve sales or prospective sales by 
United States exporters, to purchasers 


of in 16 countries. Of the 130 exporters ’ HOW TO ELI Vi I Ny Wa 


ind for whom exporter credit lines have 

been authorized, 48 have made ap- 
seul plications to finance transactions 
aw under their lines. Many others have 
on made preliminary inquiries or have 
in indicated that they are negotiating 
to credit sales in connection with which 
m- they will seek assistance. 


From examination of the record it is 
reasonable to speculate that the in- 
. crease is traceable to two sources. 
ted First, both the American business 
‘eS8 world and our trading partners abroad 
ing have learned from the Congressional | 
pol- directive that there is no disposition 
‘ar- to restrict the Bank in the perform- | 
ing ance of its statutory functions. Sec- 

































































the ond, the American business com- 
ded munity has become better informed 
“ifie concerning the objectives and pro- | | 
not cedures of the Bank and more aware | 
ing that it stands ready to be helpful in | JL | : 
‘der the foreign trade problems of Amer- | - * a 
ade. ican industry. / 
em- i*4 \ 2 
ires e a ° i} 
| 74 | 
ion. 1 <ttis Tt 
| BLBCTRONIG. =| p------S=58 ane 
in : , 
dit ACCOUNTING | Waiting in line is not required 
| ; 3 
” ! , of borrowers who make payments lt 
1 CONTINUED FROM PAGE 41 | rr C Rook : 
troduced directly into the machine wee ene | 
without operator indexing. Additional re a a —! 
8 programming can be utilized without 
pinboarding not only on the broker- A 
8 dealer application but on all types of . Payments are acknowledged in seconds. The 
re- commercial loans. . . . 
ap- The output tape device will record amount due, the date due and account identification 
rter all transactions which have passed 
punt through the machine and will be used are clearly before the teller on the coupon being 
ions in conjunction with tape to card con- 
usly verters for providing a variety of paid. No other reference is necessary. 
ppli- daily and monthly records and reports 
on tabulating equipment. Allison Coupon Books end waiting lines. . . save 
Another example of the speed of the 
line machine was shown in the preparing tellers’ time . . . improve customer relations. 
the of loan maturity schedules and the 
since figuring of average interest rates. In : ‘ . . 
lines 12 pe dive it was demonstrated that | For information which will help you give better 
it of the machine will compute the average | service at less cost use the coupon below. You 
interest rate, the quarterly payments will receive the informative booklet ‘The Five 
line of interest and principal and the : ‘ “i 
il 5, amount due after each payment, for a Functions of the Borrower’s Record”. 
lines large loan made for twelve years. 
‘ans- This time was considered somewhat i rr mn mae a a ie tn ath 3 te 7 
lines sensational in view of the fact that | ALLISON COUPON CoO., INC. | 
year these loans are repaid on a level debt | sNDIANAPOLIS 6, INDIANA | 
basis with at least three interest . + a llama | 
unt rates entering into the computation. -— pe rer : , * a 
edit The present machine has what is r eS ae ee eee See | 
ons) — as a 100-cell memory unit. A | Name | 
3 arger machine, with a  220-cell 
0 memory capacity, now in production, An Investment Individual. 
will represent the bank’s next step in in Efficiency | Address ! 
3 electronic computers. With this, the | | 
thor- benk expects to handle all loan ac- | City State I 
& in- counting transactions in connection Lo EE 4 
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with bills discounted, bankers’ accept- 
ances, short and long term loans, 
merchandise loans, real estate and 
mortgage loans, etc. 

Commenting on the bank’s program, 
Mr. Guerdan told the press conference, 
“By pioneering in the field of automa- 
tion, First National City is providing 
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many of tomorrow’s services today. 
Our adoption of the present machine 
is but one step in our program of 
developing and utilizing equipment of 
the most advanced design. By intro- 


ducing this and other machines t> 
bank operations, we are taking a lonz 
forward step in offering to our cus- 
tomers the speediest and most efficient 
banking service.” 


FARM EQUIPMENT FINANCING 


CONTINUED FROM PAGB 44 
castle, Indiana, to city banks in At- 
lanta and Memphis, and to financial 
behemoths in San Francisco and New 
York City. 

Local banks are the logical source 
for farm equipment financing, accord- 
ing to the producers; they are the 
financial advisers of their community 
and possess the credit information 
needed for prompt and _ intelligent 
credit judgment. 

However, whether the bank is lend- 
ing directly to the farmer, or indi- 
rectly through purchase of these notes 
from the dealer under a written agree- 
ment, the manufacturers feel that the 
bank must apply reasonable credit con- 
trols to protect itself and the dealer. 

That is why most of the factory men 
object to full recourse plans currently 
in use by about 50 per cent of the 
banks financing farm equipment. Un- 
der such plans, they add, some banks 
may accept the notes on the strength 
of the dealer’s guaranty rather than 
the credit responsibility of the note- 
maker and the terms of payment. In 
some instances, the factory maintains, 
the guarantor has had to make instal- 
ments or repurchase notes, whereas 
adequate credit controls would have 
protected all concerned. 


EVERAL manufacturers noted that 
nonrecourse reserve plans have 
been becoming more popular in bank- 
er-dealer arrangements. These plans 
call for a certain percentage of the net 
proceeds of each contract purchased to 
be set aside in a special account to pro- 
tect the bank in case of default or re- 
possession. When this holdback reserve 
exceeds an agreed percentage of the 
dealer’s outstanding obligation, the 
bank pays him the excess amount. 
The reserve account grows quite 
rapidly. Last year, for instance, the 
average dealer’s sales of farm equip- 
ment approximated $275,000, including 
new and used machinery, plus repair 
and replacement service, according to 
the Farm Equipment Retailers Asso- 
ciation. Such volume also exceeds the 
desired loan limits of many country 
banks, requiring many of them to seek 
assistance of correspondents. 
The Liberty National Bank and 
Trust Company of Louisville, Ken- 


tucky, and the National Bank of Com- 
merce in Memphis, Tennessee, both 
were cited for their loan participation 
with correspondent country banks on 
a nonrecourse basis. Their plans in- 
corporate a reserve clause feature 
whereby the dealer agrees to build up 
and maintain a reserve against losses 
equal to 10 per cent of the aggregate 
amount of notes handled for him. This 
gives the dealer an interest in the 
production of sound paper to maintain 
his reserve fund, contends the credit 
manager of one firm. 

Another credit man in the industry 
points out that many country banks 
have been passing up the prospects of 
farm equipment financing because they 
feel there are too many risks for the 
interest charged. This attitude has 
forced farm equipment dealers to seek 
other credit sources. In these areas, 
he continues, commercial finance com- 
panies such as Farmers Equipment 
Acceptance Corporation, and the Pro- 
duction Credit Associations, have ac- 
cepted the paper. 

The U.S. Department of Agriculture 
estimates that farmers spent close to 
$746-million last year just to replace 
worn-out farm equipment. By 1960 it 
expects yearly replacement require- 
ments to reach $1,335,000,000. 

One factor in this trend is that more 
farmers are beginning to consider 
their farm equipment as capital invest- 
ments and replacing this machinery 
more often to keep pace with new pro- 
duction techniques. 


S previously indicated, lower mar- 
ket prices for the farmers’ prod- 

ucts have tended to slow down equip- 
ment sales in recent months. According 
to John L. McCaffrey, president of In- 
ternational Harvester Company, cash 
income from farm marketings in 1956 
is expected to reach $28.3-billion, 
slightly under 1955 but equal to actual 
cash income in 1950. Meantime, he 
points out, there are 13 per cent fewer 
farmers to divide this income, and this 
should result in greater gross income 
per farm—which will help to offset 
higher farm costs. Mr. McCaffrey em- 
phasizes: The best chance a farmer 
has of meeting lower market prices and 
maintaining his profit lies in new and 
improved mechanization and methods. 
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To encourage farmer investment in 
new equipment, the manufacturers 
have all introduced product develop- 
ments that contribute even greater 
efficiency to the mechanization process. 

International Harvester, for ex- 
ample, has unveiled a new McCormick 
self-propelled windrower with variable 
speed drive which provides on-the-go 
speed changes at the touch of a toe to 
the convenient foot pedal. The operator 
can raise and lower platform and reel, 
or reel only, quickly, easily and with 
one handy control lever. The Mc- 
Cormick No. 220 mechanical cotton 
picker is another addition to its line. 
This machine is equipped with high- 
picker drums adapted for use in high- 
yielding, heavy cotton and big-scale 
operations; another new two-row mod- 
el, the McCormick No. 214, is a low- 
drum picker for use in low to medium 
height plants. 

“Hydramic Power,” a new concept 
of power application, highlights the 
new Massey-Harris MH50 tractor. The 
MH50 features a weight-transfer sys- 
tem that automatically creates traction 
matched to the demands of load and 
soil conditions. It is a 2-3 plow tractor 
with a high torque overhead valve 
engine. Every power and control unit 
performs twin functions, giving flexi- 
bility to farming operations and in- 
creasing the power application and 
usability of the engine’s output. 


NE of Allis-Chalmers most recent 

additions is its new WD-45 trac- 
tor, which complements a line running 
from a 10 h.p. four wheel model to 150 
h.p. track-type tractors. The WD-45 
enables farmers to take full advantage 
of a new line of big-capacity imple- 
ments designed to be used with the 
tractor. These include heavy-duty 4- 
bottom mold-board plows and 4-blade 
disc plows, and 10 and 1214-foot 
double-action dise harrows. 

Oliver’s new Super 99 GM Diesel 
Tractor is considered to be the most 
powerful wheel-type farm tractor on 
the market today. It can be used with 
a 6-bottom plow, which gives Oliver a 
first in the industry. 

Power steering is standard equip- 
ment on all of Ford’s 1956 tractors. 
Other 1956 introductions include a new 
rear-attached mower, a “step-on” 
tricycle farm loader, a line of “step- 
on” industrial loaders, rear-mounted 
tool bar equipment, and a two-row 
mounted corn harvester. Last October 
the company unveiled its Farm Ma- 
chinery Evaluation Center at Birming- 
ham, Michigan. The center includes 
four “torture courses” where tractors 
and equipment can be scientifically 
tested under controlled conditions 
simulating those met in the field. 

Recent additions to the J. I. Case 
lite include its Model G-8 ammonia 
applicator, the Model 250 ammonia ap- 
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plicator, the 200 series forage har- 
vester, and its 300-Model tractor which 
embodies some decidedly novel fea- 
tures. Foremost is a _ triple-range 
transmission that provides 12 speeds 
forward and three reverse to match 
crop conditions, loads and P.T.O. 
operations. 

Minneapolis-Moline has brought out 
its new MM 445 tractor. It is in the 
40 horsepower class, has interchange- 
able front end assemblies, power ad- 
justed rear wheels and hydraulic 3 
point draft-control hitch, and is avail- 
able in gasoline, diesel, liquid petro- 
leum or tractor fuel engines. 

Deere’s new Model 80 diesel tractor 
is the most powerful ever manufac- 
tured by the company. It develops 
slightly more than 65 horsepower and 
in recent Nebraska tests, which are 
considered standard for the tractor 
industry, established a new fuel-econ- 
omy record on the drawbar test. Other 
new equipment includes a new small 
pull-type combine; a hay conditioner; 
a traction-improving 3-point hitch for 
large John Deere tractors; 11 new 
models of disc and moldboard plows 
and harrows, and a rotary cropper. 

Irving A. Duffy, vice-president and 
general manager of Ford Motor Com- 
pany’s Tractor and Implement Divi- 
sion, notes that more extensive and 
efficient mechanization, better fertil- 
izers and new production techniques 
are needed if we are to feed our an- 
ticipated population of 200-million in 
1975. Under current levels of con- 


sumption and present agricultural] 


practices, Mr. Duffy asserts, we will 
need an additional 167-million acres 
of land to meet our needs, wheres 
an additional 135-million acres is al! 
we can hope to bring into cultivation. 
The subsequent 32-million acre short- 
age will necessitate continued farm 
mechanization, he adds. 

Currently, the average size of farms 
in the U.S. is increasing as the num 
ber of farms continue to decrease. in 
1954, for instance, there were some 
4,800,000 farms averaging close to 240) 
acres, compared with 6,288,000 in 1930 
when the average size was 157 acres. 
Farm population, meantime, has de- 
clined from 13,400,000 in 1920 to about 
8,500,000 in 1954. 

Larger farms, points out Mr. Duffy, 
means that the farmer will be needing 
larger, more powerful equipment. He 
adds that 10 years ago nearly 75 per 
cent of the tractors manufactured 
were under 30 belt horsepower in size, 
compared to only about 15 per cent 
today. In the same 10 years, he adds, 
tractors of more than 40 horsepower 
have increased from 6 per cent to 54 
per cent of total production. 

The outlook is that the nation’s 
banks, supplemented by manufacturer 
credit plans as a “backstop,” will be 
called upon after the present lull to 
finance a mounting volume of farm 
equipment to keep pace with new crop 
techniques, product improvments, ac- 
celerated replacement practices, and 
bigger farms. 


LIQUIDATING THE COLLATERAL 


CONTINUED FROM PAGE 45 


talking. The bank has got a strange 
antique we’re fetching over to see if 
you know what it is. You better warn 
in a few customers while we’re on the 
way.” 

“What is it?” crackled over the wire. 

“We don’t know... it’s a mystery 
to us—we’ll be there soon, that is, I 
think so,” ventured Mr. Clutchbill in 
an uncertain voice. 

The moment Mr. Clutchbill returned 
he and Mr. McTavish crawled into the 
rear seat and sat their pants bottoms 
cautiously a little ahead of the line 
where moths had been gnawing on the 
rear of the cushion. 

“You better navigate her, Mr. 
Spearhawk,” ordered Mr. Clutchbill. 
“You got us down here alive from 
Oliver’s place. Head her for Newall 
Byam’s antique shop over in South 
Ferndale. 

Mr. Spearhawk crept in behind the 
wheel, turned a switch and clamped 


a heavy foot on the old car’s starter. 
“Voo! Grumph.. . grumph—voo!” 
“Hm’f, she’s flooded,” piped Mr. 

Spearhawk punching the throttle to 

the floor and letting her sing. 

A full minute of grumphs went by 
with an occasional encouraging engine- 
shaking explosion. 

“Ber! ber!” said the car suddenly 
with a 10-gauge back-fire. 

Instantly Mr. Spearhawk maneu- 
vered a bewildering series of motions 
on the shift lever, and the car cata- 
pulted backward in a cloud of white 
smoke. 

“Hope she crawls Hurricane Hill 

. . we can coast to Newall’s place if 
we make the top,” shouted Mr. Clutch- 
bill with the campaigning spirit of 
Napoleon Bonaparte. 

The old car hit the hill shortly out 
of town and began to breathe heav ly. 
Mr. Spearhawk shoved the lever ito 
the kindly second speed notch. But “he 
old car shook her head. Taking ‘4e 
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hint, Mr. Spearhawk relapsed into 
“low.” 

Both Mr. Clutchbill and Mr. Mc- 
Tavish unlatched the doors beside 
them, and bent their toes for a grass- 
hopper spring to the sod if they saw 
the scenery going the other way. 

But by pushing on the steering 
wheel and clucking encouragingly to 
the old car, she made the top. 

And now a three-mile steep, down- 
hill, twisting grade faced them. 

“We’re going to make it,” tooted 
Mr. Spearhawk looking down into the 
void of South Ferndale gulch. 

“Better keep her in ‘low’ if she’s 
got any left,” cautioned Mr. McTavish 





letting his door swing open as a sort | 
of wind-fender to slow the downward 


swoop. 


“Look out for that hen, Spear- | 


hawk!” shouted Mr. Clutchbill sud- 
denly as they bore down with in- 
creasing speed on a set of farm build- 
ings. 

No sooner had they spun past a 
roadside barn than an hysterical crack- 
ling noise rose from beneath the floor 
boards. 

“You got that hen, Spearhawk,” in- 
formed Mr. Clutchbill. “Slow down 

. . and—and be more careful.” 

“No, I didn’t either,” squawked Mr. 
Spearhawk. “Be more calm.” 

Mr. Clutchbill peered through the 
rear window. “There’s no hen there 
now!” 

“Maybe she is roosting on the hind 
axle,” piped Mr. Spearhawk with 
withering sarcasm. 

“Something keeps screeching under- 
neath . . . and it can’t be a hen,” 
warned Mr. McTavish. “It’s something 
else ... I can smell bacon frying.” 

“Stop her! Spearhawk—stop her!” 
ordered Mr. Clutchbill as they hit a 
brief level where a second set of farm 
buildings lay beside the road. 





N IDST a wild chattering noise be- | 


neath and squeeling wheels the 
old car slowed to a stop. 
On the veranda of the adjacent farm 


house stood a farmer with a bristling | 


beard. 

“What’s going on round here?” he 
yelled in a shrill tenor. 

“We must have flushed a panther,” 


explained Mr. Clutchbill backing out | 
of his door with fluttering coat-tails. | 


Mr. Spearhawk got out cussing in 
low moans and crawled round the 
smoking rear end. Suddenly he put his 
eve on the bulge of the differential 
housing on the rear axle. He clucked 
wonderingly with his tongue, then 
rose and spoke sadly. 

“She has blown the plug out of her 
differential .. . it’s gone dry of grease 
~-that’s what makes her clatter and 
Squeal so.” 


, “What’ll we do?” howled Mr. Clutch- 
vill. 
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name on the form provided. The sig- 
nature card is then sped via Airtube 
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Department on another floor within 
seconds .. . safeguarding all depositors 
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Mr. Spearhawk got down and ran a 
finger into the bunghole of the dif- 
ferential. 

“T can feel a cake of grease way 
down,” he wailed up from the nether 
bowels of the car. “If we can loosen it, 
maybe we can make Newall’s place.” 
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“You got any loosener?” asked Mr. 
Clutchbill of the farmer who was on 
his hands and knees for a look under- 
neath. 

He got up and looked round the 
horizon for inspiration. “I’ve got a 
little hard cider ... that might loosen 


: her— it does folks.” 


Hearing this news, Mr. Spearhawk 
jackknifed himself upright. “Just the 
thing!’”’ he nodded promptly and hope- 


| fully moistening his lips. 


The farmer disappeared through a 
cellar window, and a few moments 
later returned carrying an old cracked 
white crockery pitcher, a rusted tin 
funnel and a corn cob. 

Mr. Spearhawk instantly looked into 
the pitcher and bared his lips. 

“No, Spearhawk, stand back!” 
shouted Mr. Clutchbill. “The old car 
gets it all. And mind you when you 
pour that in I’m watching you.” 

“Seems a shame,” gulped Mr. Spear- 
hawk as he dropped to his knees. 

“Hard cider works in mysterious 
” said the farmer piously as the 
serving hatch in the differential gulped 


| down the heady drink. 


There came a season of silence save 
for an intermittent gurgle at the 
mouth of the differential, then Mr. 
Spearhawk backed out and looked pain- 
fully aloft. 

“Better plug the hole with this corn 
cob,” advised the farmer. “That cider 
is mighty powerful.” 


HILE the mining operation was 
taking place Mr. Clutchbill asked 
the farmer what the bill was for the 
cider. 
“It’s agin the law to sell cider of 
that voltage,” cautioned the farmer. 
“Hm’f!” said Mr. Clutchbill as he 
picked up from the road a prettily 
barred feather from a Plymouth Rock 
hen. “This rare and handsome feather 
is yours?” 
“T suppose so.” 


“Here’s $5 for it,” smiled the old 


director graciously. 


“Anyhow, if that cider don’t loosen 
her, nothing will,” declared the farmer 
putting the $5 hastily out of sight. 

The liquidation committee em- 
barked. Mr. Spearhawk put the car in 
operation. As the wheels began to 
move a new and wilder scream came 
from the differential, then, suddenly, 
it fell to a low, contented purr hidden 
in a rising mellow smell such as issues 
from a large brewery running under 
forced draught. 

Mr. McTavish threw his nose about. 
“It’s a good omen,” he prophesied 
silkily. “Smells like the wine of Scot- 
land.” 

Fifteen minutes later Mr. Spear- 
hawk pompously sailed the car up on 
the grass beside a low, weather-beaten 
cottage on the edge of South Ferndale. 


A bold white slab was nailed over th: 
doorway, and on the sign were black 


letters ... “Antiques.” 

Out of the doorway filed a posse » 
distinguished and wealthy summe: 
residents, some of whom had ra 
tastes for strange antiques from fa) 
places of the world. Neither Newa! 
Byam, the antiquer, nor the delegatior 
needed to ask what the antique wa: 
that Mr. Clutchbill was bringing. 

“Only $500, gentlemen!” chirped 
Mr. Clutchbill backing hurriedly out 
and staggering blindly in a circle be- 
fore he could shake off his sea-legs. 

The prospective customers inspected 
the old car with polite wonder. They 
inhaled the rich aroma hovering round 
the car. Some smiled faintly, then 
backed away. 


UT one elderly little man curiously 
lifted up one side of the hood and 
leaned over for a long inspection. 

Mr. Clutchbill held his breath. 
“Fancy stuff in there,” he encouraged. 
“We don’t even know her make . 
must be some foreign racing car, or 
a car once owned by some Persian 
prince.” 

“She’s got,” hummed the little man 
in a rich, gay sports jacket, “a genuine 
Vesuvius carburetor. Only once before 
have I seen one.” 

“The name sounds promising,” ad- 
mitted Mr. Clutchbill. ““We could hear 
something hissing all the way over.” 

“Oh, yes! Very unusual. If the lid 
were off that Vesuvius carburetor it 
would glitter with a labyrinth of in- 
wards more wondrous than a cuckoo 
clock. Only a very few were made in 
Naples . . . very rare in the world. 
They were originally designed for fly- 
ing machines. It will work when you 
are upside down.” 

“We discovered that on the way 
over,” nodded Mr. Clutchbill. 

“You will sell it for $500? That was 
your offer!” 

“Hm-n! I don’t know now,” breathed 
Mr. Clutchbill. “What do you think, 
gentlemen,” he asked turning to Mr. 
McTavish and Mr. Spearhawk. “We 
may have something rare here.” 

“Cha! I don’t know,” uttered Mr. 
McTavish. “The news of this rare car- 
buretor might bring customers to the 
bank .. . no other bank can operate 
a car with a genuine Vesuvius carbu- 
retor. But . . . but you have already 
stated a price of $500.” 

“Yes, that’s so,” nodded Mr. Clutch- 
bill. “I see what you mean; the honor 
of the Ferndale National is at stake. 
Then, I... I think you may have it.” 

Both the old director and the elderly 
little purchaser bowed with courtly 
grace, and as Mr. Spearhawk was 
thankfully letting go of the steer ng 
wheel, the little purhaser began feel- 
ing for a pocket check book. 
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up to date. 
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pa~CUNNEEN 


COMPANY 


1228S Vine St., Philadeiphia 7, Penna. 
1052 W. Sixth St., Los Angeles 17, Calif. 


Bank modernization is a long-range investment. But 
the gains in the number of customers and the volume 
of business are impressive—and immediate. 


These results do not come by chance. It takes skill- 


ful planning by financial specialists as well as good 


design by experts to create the desired results. 

We would like to show you how Cunneen coordi- 
nated planning can accomplish these objectives for 
your bank, just as it has for so many others. 

A short meeting with a Cunneen representative, 
either in your office or ours, is a good way to approach 


your modernization project. We invite you to con- 
sult us without obligation. 
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